How to Sell 
Gas vs. Oil Heating 


Ready-Mix Fleets 
Offer Prime Market 


r 


HEADQUARTERS FOR L.P GAS INFORMATION SINCE 1931 


It'll be TOO LATE... 
WHEN WINTER 


ROLLS AROUND 
AND DEMANDS 


PLAN NOW... 


to have your tanks 
and your customers tanks 


ed 


filled by early this fall! 


CONTACT OUR NEAREST SALES OFFICE 
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f Cross-sectional drawing shows position I 
of two heads all across bottom: 1. inner 1] 
y bottom head, 2. outer bottom head 





MILWAUKEE Sa # 


Two heats al 


The two bottom heads you get in the new Hackney 
100-pound LP-Gas cylinders really give you double 
value! 


You get double protection against rust and corrosion 
..elimination of cracks and crevices that can hold 
rust-starting ice, snow and mud. 


You get double life in the field. Regardless of where 
Hackney double-bottom cylinders are used, field con- 
ditions cannot affect the inner bottom, even after 
years of service. 


LP-Gas Cylinders Prove 


my 


‘e better than one! 


You get double-bottom strength. The extra bottom 
head—a single, tough piece of steel—is hermetically 
sealed in place by X-ray controlled welding all the 
way around. Adds strength where it is needed most. 


You get double help with cost-cutting. The double- 
bottom head reduces costly bottom maintenance. 
Makes cleaning and painting easier, faster. Will double 
years of service. 


Before you buy 100-pound cylinders, get the facts 
about many advantages of the HACKNEY Model RC- 
100A-DB double-bottom cylinders. Write today to: 


Pressed Steel Tank Company 


Manufacturer of Hackney Products 


1487 South 66th Street, Milwaukee 14, Wisconsin 


~~ fuel tanks for 








trucks and tractors lift on tanks 


Branch offices in principal cities 





LP- vas CONTAINERS FROM ONE POUND iremecieyelee GALLONS Al | : 


bulk storage tanks 


tank trucks 
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to heat a 
lot of water... 


ROBERTSHAW 
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to heat a 
little 
water... 































of tanks... 


* 
AMPLE CAPACITY FOR 500 
AND 1000 GALLON TANKS 


* 
DEPENDABILITY 


* 
ECONOMY 
* 
FREEZE RESISTANCE 
* 
UNIVERSAL ACCEPTANCE 
“HUSKY” 


TANK REGULATORS 


FISHER GOVERNOR COMPANY Marshalltown, lowa * Woodstock, Ontario 


BUTANE-PROPANE News 





A CHILTON PUBLICATION 


EDITORIAL 
CARL ABELL: EDITOR 
Martin A, Brower: Managing Editor 
Lynn C. Denny: Associate Editor 
William W. Clark: Eastern Editor 
Mary Lou Harrington: Assistant Editor 
Lester L. Luxon: Technical Editor 
Raymond A. Grote: Art Editor 
Neil R. Regeimbal: Washington Editor 
Gerald N. Smith: Research 


BUSINESS 
FRANK M. CHAPMAN: PUBLISHER 


Gilbert Bowman: Promotion Manager 
Roberta Conaway: Advertising Production 
M. A. Kesterson: Circulation Manager 


ADVERTISING OFFICES 


New York (17) 100 E. 42nd St. 
Joseph R. Geryk, OXford 7-3400 


Ceppore (3) 360 N. Michi Ave., Suite 418 
Rr L. De Muesy, RAndolph 6-2166 


Cleveland (15) 930 8. F. Keith Bidg. 
Rene’ Hy SUperior He 

189 Meadows 4 

in $s 
Francisco, 1355 Market St. 

Frank McKenzie, UNderhil! 1-9737 


Angeles 198 So. Alvarado St. 
" Larry on. DUnkirk 7-4337 


JULY, 1958 


BUTANE-PROPANE 
Wews 


CONTENTS 


Volume 20-Number 7 





A report on the seventh of a series of manufacturer-dealer 
meetings— 
Appliance sales progress reviewed at seventh BPN-sponsored 
forum 
Sweet potatoes— 
A flexible farm load, a lush new L. P. 
By W. L. Thomas 


The pitch is hot 
By J. Arthur Thompson 
BPN sales training program—Part 
How to sell gas heating 
By Carl Abell 


L. P. gas-fired industrial boiler proves perfect for tire recapping. . 
By Harry L. Spooner 


Mobile cafeteria uses LPG 


Trailer dealers flock to service school sponsored by Las Vegas 
LPG dealer 
BPN sales management program—Part 11 
Sales policies provide the track for full-speed ahead selling 
By Martin A. Brower 


Explosions that never happen 
By Ellsworth L. Mills 


POWER 


Conversion of LPG pays off in ready-mix concrete fleets 
By Robert D. Becker Jr. 

Handling operating problems of L. P. gas engines—Part 3 
By Carl Abell 


DEPARTMENTS 


Advertisers’ Index oe 100 Letters 

Associations 47 News 

Beyond the Mains ae 19 Power 

Calendar . 54 The Trade 

Classified oe 98 Washington Report 
What's New In Products and Trade Literature...... 





BIGGER 
PAYLOAD 


Woulex 


DELIVERY UNITS 


2500 WG Units Now Weigh Under 23,000 Ibs. Loaded! 


STANDARD TWIN © PAYLOAD SPECIAL © CUSTOM TWIN ° DE LUXE TWIN 


Nor-Te« presents the newest development in sleek, LIGHT- 
WEIGHT, stream-lined, twin or single barrel LPG Delivery 
Units and again Nor-Tex is FIRST with ALUMINUM SKIRTING 
and CABINETS and engineering designs which have re- 
duced over-all weight. 3000 WG units and over are also 
available for use on cab over or cab forward trucks and 
are still within the 18,000-lb. axle limit. 


Nor-Tex Custom units haul ‘‘extra’’ gallons each trip! You 
deliver ‘‘extra’’ gallons faster with Nor-Tex custom designed 
high flow plumbing. You take fewer hours and travel less 
miles to deliver a gallon of gas. For day in, day out 
efficiency, durability, payload, fast loading, high rated 
delivery, perfect balance and appearance Nor-Tex delivery 
equipment can't be beat! 


Ideal In States Imposing Ton Mile Tax 


‘(wiz TRANSPORTS 


You can now haul MORE GAS and LESS STEEL than ever before with skillfully engineered, smart looking, 
streamlined Nor-Tex transports of T-1 and A-202 steel. These easy-to-maneuver, road-tested units are 
hauling more gas and substantially boosting profits for users everywhere. Nor-Tex transports are safe and 


dependable . 


. . built by men with years of bulk plant experience. May we help you? Phone, wire or write 
today! Interested attention, experienced assistance and helpful suggestions are yours for the asking. 


We Are Truck Distributors 


As authorized new truck distributors Nor-Tex 
can save you hundreds of dollars on Interna- 
tionals ... Chevrolets... Fords and GMC's. 
Order any unit you need. You can't beat a Nor- 
Tex deal for all around value. 











WRITE, WIRE 
* OR PHONE 
FOR PRICES 


PRODUCTS 


COMPANY <@ 


NORTH 
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r: ROCKET LOOK TO Vortex, | 


Boosting LP Gas Sales Everywhere 


New 1000 and 2000 WG Nor-Tex ‘‘Rockets"’ (stra- Ser ALL Your 


tegically placed for best distribution) will substan- 
tially boost year ‘round sales and quotas for bulk 
plants everywhere. Makes an excellent attention LPG MEEDS 
compelling ad to attract LPG customers. Large, en- 
closed cabinet at base, with convenient arrange- 
ment of fittings, is flexible to any type of installa- 


tion. Complete self-contained unit (pump-valves- 
meter-strainer-hose) occupies only 72” diameter. 


Completely Flexible 


Nor-Tex Rocket Service Stations can be used as 
storage with any type or make of dispenser... 
installed on base of rocket or on an island. 


* 





EXTRA STRENGTH 


Custom Made Hood 
Multi-Valve 
: Internal Relief Valve 
Rego Regulators On All STAR Systems 


HITCH YOUR PROFITS TO A STAR 


Can't be beat for Quality ... Features... Design or Price. 
Nor-Tex construction exceeds all safety requirements 
Thoroughly buffed and cleaned for finest appearance. 

The Nor-Tex STAR is completely fitted and ready for use. 
Bottom outlets are standard on all above ground tanks. 
Immediate delivery on one Nor-Tex STAR or a truckload. 


2% - 10 days, on 
truckload lots de- 
livered in our trade 
area or ask about 
our finance plan 


ee 


P.O. BOX 1219 
DENTON, TEXAS 
DUpont 2-5416 
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2403 SERIES 2303 SERIES 2302 SERIES 250364 TOBACCO 5070 BACOPAC 1586 SERIES 1588 SERIES— 
Standard for domestic A high quality, small An inexpensive regula- BARN REGULATOR OUTFIT BIG BLUE BOY BIG BLUE BOY 
installations using ze regulator for tor, ideal for mobile- Supplies 12 to 20 burner Complete 2-stage outfit For commercial and in- Similar to 1586 Series, 
cylinders, and small up to 50 CFH hor 1 salamander it 11” to 18” pressure, specifically designed for dustrial loads —asphalt but with 1° NPT inlets 
bulk storage systems. btu/hr), | up to 60 CFH Capacity, 500 CFH tobacco barn installa- batch mixing plants, tar instead of 4%". 
Capacities upt CF qs btu/hr), (1,250,000 btu/hr), tions, wagons, restaurants, 

(625,000 btu/hr). motels. Capacity up to 
500 CFH (8,750,000 btu/ 
hr)— %” NPT connec- 

tions. 


DO YOU KNOW 
it will pay you 
dividends to join! 


First, Foremost and Finest 
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Regulators . . . the finest your money can buy! 


HERE'S WHY! 


Delivery Pressure Is Uniform over a wide range of flow, 
regardiess of considerable variation of inlet pressures. 
Lock-Up (Shut-Off) Pressures Are Lower because dia- 
phragm area is larger in proportion to the nozzle as com- 
pared with ordinary regulators. This higher mechanical 
advantage gives greater closing force, positive control. 
Capacity Is High in hot weather or cold because dia- 
phragms and seat discs, developed through extensive 
research, perform dependably in arctic or tropical 
temperatures. 


Quality—The Finest, built of finer materials which cost 
more but which give better performance and greater user 
satisfaction. 

Die Cast Aluminum Bodies and Bonnets resist cor- 
rosion, protect themselves in any service environment, are 
lightweight, have higher tensile strength and never deteri- 
orate even after long years of service 

Produced For Performance—not for a price. RegO regu- 
lators are built for long-range reliability. That's why they're 
your best buy . now and always. 


DON'T LET SERVICE CALLS ROB YOU OF PROFITS 


Suppose you make a service call 10 miles away. At 
L5ec a mile for your service truck (yes, we said L5c), 
that’s $3.00 round trip plus a minimum of $2.00 for 
travel time. Suppose it takes only a half-hour to 
install a new regulator—another $2.00. Altogether, 
the call has cost you $7.00, plus the cost of the 
regulator. 


Let’s assume this was one of 50 regulators you 
bought “‘at a price’—say 10c per unit less than 
RegO. True, at that time, you “‘saved’’ $5.00, but 
with this first service caH you already are $2.00 in 


quality regulators 


Bw 


RED GIANT SERIES 
he favorite first-stag 


egulator for 


RED GIANT 7523 SERIES 


ure as weil as 
of isolating dif 
on service 
signed to fit u 
§ m hoods. 


throw 


the red (plus the cost of a regulator) . . . and you 
still have 49 more of those “bargains” to worry about. 


RegO customers say the few pennies more they 
may occasionally pay for RegO regulators is the best 
part of their investment, for it represents the extra 
quality that makes such a purchase sound business. 


You get no “‘deals’” from RegO—just technical 
excellence, unquestioned top quality, honest value 
for proved performance and peace of mind. Product 
integrity and customer confidence have made, and 
keep, RegO the leader! 


CERTIMATIC 467 SERIES 
C Small, sturd 


REGULATORS 
~ertit 


> BASTIAN-BLESSING?" 


489 & 1140PA SERIES 
Large-capacity,heavy- 
duty first stage regula- 
ors for flash vaporiza- 
tion on liquid withdraw- 
al industrial system 


4201 West Peterson Avenue * Chicago 30, Illinois 
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BUILT 
RIGHT... 


TO 
SELL 


ON 
SIGHT 


VAILLANT 


oa 


Natural or LP-Gas 


At last... a tankless water heater superbly 
designed for low-cost, efficient operation and 
economy of space. And best of all — new modern 
Vaillant styling in a variety of decorator colors 


\ that radiate sales appeal. Sell the instantaneous 


water heater that’s easiest to install, surest to 


\ 
r 
j 
Jem} 


4S 
OCD please, most profitable to handle ... the 


PRR” 


pS v 
SPITS 


VAILLANT TANKLESS WATER HEATER. 


To help you sell: 


Written Warranty 
National Advertising 
Newspaper Mats 
Colorful Literature 
Decorator Color Sampler Displays 
STANDARD CONNECTIONS FOR COMPLETE SYSTEMS 
Manufacturers Specifications peewee seesaw eee eee ee ee 


B Norco, Incorporated, Dept. 26 
BA 25/0) aoe = 15111 W. Washington Bivd. 


- Gas Model) BTU/hr | 70,000 BTU 93,000 B Los Angeles 16, California — Send information on 
VAILLANT WATER HEATERS 


Raised 100° F (Natural Gas Model) | 31.5 66.5 86.4 Name 
23 in 35 in a5 Street 
14 in 16.5 in . 
8 in 10.2 in 10.2 in a City Lone 
16.5 Ibs 31.9 ibs 37.5 Ibs ; State 
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Letters 


Cylinder cleaning 
on large scale 
Brazil 

Our company has to paint about 
70,000 cylinders which are very 
dirty. 

We would like you to advise us, 
of the easiest and cheapest way 
for us to clean these cylinders of 
the grease and dirt before painting 
them. 

E. D. G. 


Enclosed is page 72 from our Au- 
gust, 1955, issue of BUTANE-PROPANE 
News entitled “Skelgas ‘Cleans Up’ 
With New Mobile Shot Blaster.” It 
describes a machine which they use 
for cleaning their cylinders. It can be 
moved from plant to plant through- 
out the territory where they serve 
L. P. gas in cylinders. 

The large number of cylinders you 
have indicates the need for equipment 
that can clean several hundred cylin- 
ders a day. Such a unit as the 
in the article should 
your needs. 


one 
described meet 

Many smaller companies have small 
brush devices. The cylinder is laid on 
two power driven rollers which turn 
it and wire brushes clean the 
scale and dirt from the surface. 
justable brushes clean the ends. 

Some of the companies which man- 
ufacture equipment for cleaning and 
refinishing cylinders are American 
Wheelabrator & Equipment Corp., 
906 S. Byrkit St., Mishawaka, Ind.; 
and Malsbary Manufacturing Co., 
845 92nd Ave., Oakland, Calif.—Ed. 


loose 


Ad- 


Recovering LPG from 
vapor in transfer operation 
New York 
Please advise how many extra 
gallons of propane I can recover 


from vapor from a 7000-gal. we 
truck transport by using an un- 
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loading compressor rather than 
liquid pump. 
A. A. W. 


The figures on recoverable vapor 
commonly used in connection with 
propane tank car shipments of 10,000 
gal net are given in the table below. 
This is the total vapor. 

Figures for a 7000 gal net trans- 
port tank would be 70 per cent of the 
It will not be economical to 
try to recover all of the vapor. There 
is a point of diminishing return at 
which the cost of electric 
operate the compressor plus wear and 
tear on the compressor and the value 
of the operator’s time will not pay for 
any further amount of vapor that can 
be recovered. 


above. 


power to 


This varies with the cost of elec- 
tric power and the payroll time of 
the attendant. You will need to fig- 
ure this cost for yourself. Custom- 
arily the procedure is to run the com- 
for 40 to 50 after 
the liquid is completely transferred. 
—Ed. 


pressor minutes 


Low pressure 
in cold weather 
Nebraska 
We supply propane to two school 
buildings where the connected load, 
in relation to storage capacity, is 
such that when temperatures are 
low there is not sufficient pressure. 


This results in an imbalance of 
air to propane and, at times, 
certain of the appliances will not 
operate. We assume that under 
these conditions there is actually 
a waste of fuel. 

We also wonder if, with installa- 
tion of vaporizer equipment, it 
might be possible for us to burn 
butane from aboveground tanks in 
this latitude. This would be in 
connection with a two-stage in- 
stallation and the low pressure 
regulator would be immediately 
outside of the school building, 
aboveground. 


We do not believe a vaporizer in it- 
self will promote a fuel saving. You 
think it will by providing better 
flames. We doubt if it will increase 
the efficiency of the flames enough to 
offset the fuel used by the vaporizer. 
handle the load in the 
schools, it may be necessary to have 
vaporizers to provide 
service. 

We don’t think the yellow flame is 
entirely due to low pressure. 
air at the burner port will cause 
flames to lift or blow off rather than 
become yellow or smoky. When 
throttle a burner valve you 
pressure. 


However, to 


satisfactory 


Excess 


you 
reduce 
The yellow tipping may be 
due to a change in the quality of the 
fuel. If you are supplying a mixture 
of butane and propane (you say pro- 
pane in your letter) the propane will 
vaporize out first and then butane gas 


will predominate. The burners ad- 





EQUIVALENT GALLONS VAPOR LEFT IN TANK CAR 
PROPANE 





Pressure 
Pounds Gauge 


Temperature 


°F 


Equals 
Gallons 





40.8 
63.3 
92.4 
128.1 
172.0 | 
197.0 Ib 


882s8s8 


163.0 
222.0 
291.0 
380.0 
468.0 
592.0 








NO BLOWER OR OTHER POWER NEEDED 


. . . just connect to gas supply! 


Outstanding service since 1911! Each 
unit, with the famous “BUZZER” Venturi, 
delivers the hottest, quickest heat 
attainable without a blower. Full range 
control of heat and turn-down. Standards 
or specials available for manufactured, 
natural or liquefied gas applications. 





PIPE BURNERS for even heat distribution 


in any Capacity. 


up to 1% million BTU's. 





BENCH TYPE OVEN FURNACES for 
heat treating and pre-heating — 
temperatures to 2000° F. 


ieee EE 


NOZZLE BURNERS for all capacities 


RING BURNERS for all capacities up 
to 500,000 BTU’s. 


WRITE — NEW “BUZZER” CATALOG 


~ CHARLES A. HONES, INC. 


133 S. Grand Avenue, Baldwin, L. I., New York + BAldwin 3-1110 





Keen Working Capital Available 


Lease Your LPG Tank Trucks 


Standard equipped LPG Tank Trucks— 
1200, 1400, 1600, 1800 and 2000 gal. 
capacity; fully inspected (including 
X-Ray) and approved by National 
Board. 


All sizes built on New 1958 Model 
GMC chassis. 


Low monthly lease cost starts at less 


Sacramento, Calif. 
1820 "D" Street 
Dept. 6-58 

Phone: Gilbert 3-5928 
TWX: SC 65 





than $239 FOB Kansas City, plus in- 
surance. Minimum three year contract. 
Latest, up-to-the-minute equipment 
provided for fast, safe handling. Serv- 
icing and safety equipment meets all 
state and local regulations. 

Prompt delivery if you act now. Three 
shipping points assure quick service, 
Kansas City, Tulsa, and Sacramento. 


Write, phone or wire collect 


LPG TRUCK LEASING, 


INC. 
Kansas City, Mo. 
1920 McGee Trafficway 
Dept. 6-58 
Phone: HArrison 1-5482 
TWX: KC 255 

















justed for propane or a mixture will 
burn yellow on the butane. 

Also, the burners may be starved 
for air. Is there adequate ventilation 
to the boiler rooms (1 sq in. per 1000 
Btu) to adequately supply the burner 
with air? Are the burners clean? Are 
they free from dirt or lint in the 
venturi throat? 

We do not believe you will have 
good service trying to use butane in 
the cold weather of Nebraska even 
with a vaporizer. An extended period 
of below 32°F weather will leave the 
tanks without pressure. A vaporizer 
will not increase the pressure of the 
gas unless it is connected to the tank 
in a manner to feed vapor back to the 
tank or heat the tank directly. This 
will require tank insulation or exces- 
sive heat loss. Also, the dewpoint of 
normal butane is high, 32°F at zero 
gauge pressure, 55°F at 10 psig.—Ed. 


Quality of fuel will control 
amount of vapor produced 


Nevada 

We have a 10,000-gal. tank which 
feeds approximately 15 accounts by 
meter. The meters are measured 
in cubic feet. The altitude at the 
location is 3400 ft. J would esti- 
mate that the average summer tem- 
perature is 90°, and the average 
winter temperature is approxi- 
mately 30°. 

Our largest user has five meters 
and uses approximately 2500 to 
5000 gal. per month. It is our de- 
sire to bill him fairly and for that 
reason we would appreciate your 
advising if the following formula 
would be correct: (1 might men- 
tion that we bill the customer by 
gallons and it is his suggestion 
that inasmuch as there is 12.9 lb 
per sq in. at sea level and at the 
elevation of 3400 ft we should add 
10 lb above sea level, or at 22.9 Ib 
per sq in.) He has arrived at a 
figure of 15.1 as an absolute pres- 
sure. He then feels that the value 
of the gas equivalent would be 15.1 
over 22.9, or 1.44. 

He then suggested that we take 
our meter reading in cubic feet and 
multiply by 1.44 and divide by 37 
to get the number of gallons to bill 
him with monthly. 

O. B.S. 


You need to establish a factor 
which, when divided into the cubic 


feet registered by the meter, will in- 
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o sell them on LP-GAS 


PATENTED AUTOMATIC 


SIEGLER’S TROUBLE-FREE PERFORMANCE 
GUARANTEES WARM FLOORS 
AND SATISFIED LP-GAS CUSTOMERS 


Siegler’s outstanding performance and features help 
you sell LP-gas heating. Build volume sales with 
satisfied customers and cut your service costs. 

Exclusive ‘‘Traveling’’ Floor Heat ends the cost and 
discomfort of overheated ceilings. Siegler’s Patented 
Inner Heat Tubes capture the heat others waste. 
The Patented Built-in Blower System “travels” it 
over the floors. That’s why Siegler alone can offer 
this guarantee: more and hotter heat over the floor— 
or money back. 

Here’s performance and features you can demon- 
strate and sell! And Siegler makes warm friends 
for LP-Gas and all L P-Gas appliances! You get higher 
profits, higher earnings for salesmen, and no worries 
for the service department, when you sell Siegler. 


HOW SIEGLER HELPS YOU SELL: 
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1. Solid Advertising Support. Siegler gives you 
a generous dealer advertising plan that sells Siegler 
heaters and your store! Nationally, Siegler backs you 
with the biggest advertising campaign in the business. 


2. Special Promotions. Make big profits running 
tested promotions that fit your business to aT." Siegler 
supplies a complete package of material for each 
promotion, and we help you run it! 


3. Selective Distribution. When you merchan- 
dise Siegler, you're the dealer who cashes in on national 
and local advertising. Get all the facts on Siegler 
Selective Dealership plan. 


WRITE FOR 
cy eglen 
LP-GAS 


PROMOTION 
PROGRAM 


4. Your profit stays in your pocket ...no 
loss for call-backs and complaints. Siegler quality 
sees to that and makes every customer an enthusiastic 
salesman for you. 


5. A Complete Line. There's a Siegler with 
“traveling” floor heat that’s just right for every home 
from 2 to 7 rooms. You can solve any home heating 
problem with Siegler. 


6. Your Own Merchandising Man. Your Siegler 
Representative is a full-time, trained specialist in the 
home heater field. He will show your salesman how 
to “sell ‘em up” to Siegler, and help you plan your 
advertising, promotions and demonstrations. 


SIEGLER HEATER COMPANY, Dept. BP-7 
Centralia, Illinois 


Gentlemen: Please send complete product and dealership information 
on Siegler LPG Home Heaters. 


Name 7 





Company Name 














ways to PROFIT with 


YL 


CYLINDERS 


WIDE SELECTION 
OF SIZES—TYPES 


There’s economy in one-source 
buying at Weatherhead of the 
cylinders you need... for subur- 
ban homes, mobile homes . 

industrial lift trucks . . . other 
uses. Choose from ICC cylinders 
in 100, 60, 40, 20 Ib. sizes, and 
industrial truck cylinders in 4342, 


33'2 and 20 |b. 


FAST FILL 
CYLINDER VALVE 


The higher fill rate, and trouble- 
free features of this newly design- 
ed valve mean savings for you. 
And remember, Weatherhead 
supplies regulators, changeover 
units (manual, automatic and tee- 
check) and all other items that 
are needed for a complete 
bottled gas system. 


Get the full details of this 3-way Cylinder-Profit 
plan. Contact your nearest Weatherhead repre- 
sentative now, or write: 


LP-Gas Equipment Division of ... 


THE WEATHERHEAD COMPANY 


The Weatherhead Co. of Canada, Ltd., 


e CLEVELAND 8, OHIO 


St. Thomas, Ont., Canada 


Export Division Cable Address WEATHCO 





| 








dicate the number of gallons of fuel 
from which it was produced. 

It is assumed that the vapor from 
the tank is piped to the consumers 
through underground piping. In this 
case the temperature of the gas as 
it reaches the meter will be much 
more constant than the temperature 
extremes you indicate. It is prob- 
able the average temperature of the 
vapor will not be far from 60°F as 
soil temperatures 2 or 3 ft below 
grade do not vary greatly. Since 
volume varies as the absolute tem- 
perature which is 520°F for 60°F 
and 530 for 70°F, you can see that 
a 10° change from 60°F to 70°F will 
change the volume of a cubic foot of 
gas from 1.00 to 1.019 (1.00 x 
530/520). This is a change of 1.9 
per cent and is probably less than 
certain other important factors. 

Another item which affects the 
conversion is the quality of the fuel. 
Is the fuel 90 per cent propane or 
97 per cent propane with the balance 
ethane and butane or does it have a 
fairly large proportion of butane? 
Commercially, pure propane will pro- 
duce about 36.45 cu ft of vapors per 
gal., whereas pure normal butane will 
produce only 31.8 cu ft of vapor. 

However, the customer shouldn’t 
get excited about this if you normally 
sell him propane as he gets over 700 
more Btu from a cubic foot of 
straight butane than he does from a 
cubie foot of propane. 

As an example, suppose the conver- 
sion factor is calculated on the basis 
of propane which produces 36.45 cu 
ft of vapor measured at sea level 
pressure and 60°F. Instead of pro- 
pane, you start serving pure butane. 
The customer will win two ways. He 
will get (36.45 — 31.8) 36.45 
12.8 per cent more gal. than he is 
charged for and the heating value 
will be higher. However, if the fac- 
tor is set up for butane and the pro- 
pane content is increased, the user 
is penalized. The quality of the fuel 
should, therefore, be considered. 

Now to get the factor developed for 
the effect of altitude. The barometric 
pressure at sea level, which is the 
basis for gas measurement, is 14.7 
lb per sq in. absolute. The 
metric pressure at 3400 ft elevation 
is very close to 12.95 psia. We know 
that a decrease in pressure allows a 
gas to expand. We know too, that it 
expands in the ratio of the absolute 
pressure. Then if a gallon of pro- 
pane produces 36.45 cu ft of vapor 
when measured at 14.7 psia and 60°F, 
it will expand to 36.45 x 14.7/12.95 
or 41.37 cu ft. Then the metered to- 
tal for a period divided by 41.37 
gives the number of gallons of liquid 
measured at 60°F. —Ed. 


or 


baro- 
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B-90 B-80 B-70 B-70A B-80A B-50A 
Turn Signal Stop or Turn Signal Stop or Turn Signal Stop and Tail Stop and Tail Stop and Tail 


yy 


L 


B-50 B-60 B-40JT B-40JL B-70L B-50L 
Clearance Clearance Turn and Junction Box License, Stop, Tail & Jct. Box License, Stop & Tail License, Stop, Tail 


—_ mee 
B-SOLT B-40J B-40D 
License and Tail Junction Box Dome 
ESPECIALLY FOR DRY FREIGHT ACCESSORIES 


. = A- Sains : 
| Switch } ; a 
Flashes all - =o eee Mounting 
four turn FS SS , Bracket 
signals at once. 
$-100 $-200 | $-200-2 poe 
1 a == Pp Domelight Switches 


Clearance 


earance Clearance | 
The vapor-proof §-200 and S-200-2 are 31/32 high and together : 
with the §-100 are providing matchless dry freight service. All 90° Elbow 
three lamps incorporate the Warren “Snap Seal” feature. 
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SUIOUKIOOIN COUNTER-FLO 
_..NO COLD FLOORS 


NO AIR NO HEAT PILE-UP AT CEILING! 
STRATIFICATION! CONTINUOUS AIR CIRCULATION! 





r 
NO COLD CORNERS! 





WARM AIR 
EVERYWHERE! 











las 




















FLOORS ALWAYS WARM! 


Roc 


FAN BLOWS | 
ONLY WARM AIR! 


Proven by Actual Tests! 





by tg NORTH SOUTH 


: se AS WEST WEST 
ROOM SIZE 23'x19'x11 CORNER CORNER CORNER 





The temperature readings at left 
were recorded by thermocouples in 
fixed positions throughout a 23’ x 19’ 
room, with 11’ ceiling. Notice the 
temperature recorded in the four 
corners. The continuous air-circulation 
caused floor and ceiling temperatures 
to be practically the same. The entire 
room temperature was raised higher 
than normal to maintain a wide 
differential with outside temperature 
—thus making the maintenance of 
even temperature more difficult! 
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HEATS EVENLY 
ND HOT CEILINGS! 


Suburban Heats everywhere... 
Sells everywhere...FAST! 


Suburban Counter-Fo is the one gas wall heater 
that gives even warmth from floor to ceiling . . . 
proven by actual tests. And you can prove this to 
your prospects by the temperature chart at left. 
A powerful fan pulls air in through the top 
grille. Air is re-heated, forced out of the bottom 








grille and re-circulated to every corner of the 











room. The result is warm floors, warm feet and 
ankles .. . and lots of happy customers. 


Guaranteed Performance! 


Heat exchanger is porcelain enameled inside and Powerful automatic 
out. Guaranteed for 20 years after installation. _ built-in fan pulls air in at 
the top. Forces heated 
air out at floor level. 





Simple, Low-Cost Installation! 


TheSuburban/ront panel fits between studs— au- 
tomatically fits any wall 4 to 7 inches thick. Only 
one opening required. Available in 35,000 BTU 
single wall and 50,000 BTU dual wall models. 


suburoon 


Forced-Air, Counter-Flo 
Gas Wall Heaters 


WRITE FOR DETAILS! 


Samuel Stamping & Enameling Co., Dept. BPN-78, 
Chattanooga, Tennessee 


Please send me full details on new Suburban gravity type gas wall 
heater. I am a (1 dealer 1 wholesaler. 


Name 





Address. 





City 
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Whether you have it 


AA 


YOU ARE 


...or not 


PAYING 


FOR 2-WAY RADIO 


The cost of not having 2-way radio is actually 
taking dollars out of your pocket every day... 
more money than it would cost to own your own 
Motorola 2-way radio system. Here’s why! 

Drivers radio in direct from their vehicles— 
save the delay, inconvenience and cost of tele- 
phoning. With radio contact, you can move your 
drivers directly from job to job—as they save 
miles, they also save valuable time. There’s less 
back-tracking, less ‘‘dead-heading’’—more effi- 
cient use of drivers and vehicles. 


AND HERE’S PROOF. Even if your truck 
costs are as low as $4.00 an hour ($2.00 for driver 
and $2.00 for truck)—saving as little as 3 minutes 
an hour will more than pay for your Motorola 
radio. Figured on a mileage basis (at a minimum 
cost of 7c per mile)—saving as little as 10 miles 
a day for each truck will pay for more than half 
of the cost of your Motorola 2-way radio system. 


Get the full money saving, money making story 
on Motorola 2-way radio . . . complete product line 
—engineering service—installation—maintenance 
—lease/finance plans, for every need. 


MOTOROLA 2-wWAy RADIO 


Motorola Communications & Electronics, Inc. « A Subsidiary of Motorola, Inc. *« 4501 W. Augusta Boulevard, Chicago 51, Illinois 
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By NEIL REGEIMBAL p2N 
Washington Editor psa 


Lawmakers refuse to consider REA proposals 


Efforts to get Congress to revise the financing and 
loan structure of REA electric power co-ops to remove 
some of the subsidy features are almost certain to 
fail this year. 

In the first five months of this year’s congressional 
session (which will probably run about seven months), 
the lawmakers flatly refused to consider proposals 
to ease REA co-ops out from under the protective 
umbrella of government grants. 

Appropriations committees rejected the Adminis- 
tration’s bid to cut direct government grants and 
loans to the REA and instead force them to go to the 
private money market for about half its loan needs. 

Agriculture committees of both Senate and House, 
strongly pro-REA, ignored measures referred to them 
to accomplish the REA reorganization. They delayed 
holding hearings or giving any other consideration to 
the bills until it would obviously be too late to get 
such controversial legislation through the long and 
complicated congressional process. 

As of late May, the legislation sent to Congress by 
the White House as a first step in forcing REA co-ops 
to stand on their own feet and compete with other 
tax-paying business hadn’t even been introduced. Sen. 
Homer Capehart, (R.), Ind., had indicated he would 
sponsor the measure when the President first sent it 
to the Senate Agriculture department. 

Officials of the Rural Electrification Administration, 
a branch of the U. S. Agriculture department, seem 
to be quietly smiling when they admit there is vir- 
tually no chance of legislation this year. (These 
officials had been strongly against any revison in REA 
financing until this year when the President clearly 
made it the policy of his Administration to revise the 
program. ) 

REA Administrator David Hamil now says that 
although it won’t happen this year, the power co-ops 
must be ready eventually to face a curtailment in 
government financing of their operations. 

He is suggesting that the co-ops begin working now 
to establish a new independent government credit 
agency to finance the co-ops in the future. 

His proposal would call for creation of an agency 
similar to the Federal Land Bank. It would begin 
operations with government funds, making loans to 
co-ops, and eventually repay the government invest- 
ment and become a private institution owned by its 
borrowers. 

This is an alternative to the President’s program 
which would call for an increase in the interest rates 
the co-ops pay for government loans from the present 
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2 per cent to a figure high enough to cover the cost 
to the government of the money it borrows plus the 
cost of making the loans. 


New home construction should go up 10% in 1958 

New home construction in 1958, which generates 
sales of appliances, furnaces, and other goods, should 
run better than 10 per cent ahead of last year. 

If it does, the increase will all come in the last 
eight months of the year. The pickup in home con- 
struction was slow developing this spring, due to 
bad weather, uncertainty over government actions, 
and high prices. 

But home building began to show signs of life in 
April. Actual new starts totaled some 95,000, slightly 
above the same month last year and up 20 per cent 
from March of this year. This rate would produce 
only about 950,000 units if continued for the year. 

But FHA officials reported that during the month 
some 80,000 applications for government home mort- 
gage financing were received—the second highest 
total for a month in FHA history. 

The expected pickup forced President Eisenhower 
to ask for an additional $4 billion in authority for the 
FHA mortgage insurance program to keep pace. 

Construction as a whole also showed a mild spring 
rise. Spending for all types of new construction in 
April amounted to $3.7 billion. Public construction 
rose 5 per cent, mostly due to the highway program. 
Industrial, commercial, and private housizg spending 
remained about even with last year. 


Economists predict economic recovery very soon 


First blush of real economic recovery will begin in 
August or September, government economists now 
predict. 

They base this forecast on faint stirrings already 
showing up in a few segments of the economy, along 
with the potential strength of most consumers. When 
consumer confidence is restored, buying will pick up, 
industrial output will rise, and the economic situation 
will improve, they say. 

Spendable farm income is rising even faster than 
first expected. Rising farm prices, high sales of farm 
goods, and increased payments by the government 
under the soil bank program all are pushing farm 
income up. 

In the first three months of this year, net or spend- 
able farm income was at an annual rate of $13 billion, 
compared to actual income of $11.5 billion last year. 
For the year as a whole, the government conserva- 
tively expects net farm income to run 5 to 10 per 
cent ahead of 1957. 
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PRODUCTION STORAGE TRANSPORTATION 


Wherever your location — whatever your size 

of operation — you can profit from Tuloma’s complete 
LP-Gas service. Tuloma’s truck and tank car 

fleets give dependable service from strategically 
located sources of supply. Experts trained in all phases 
of LP-Gas operation give your account — large or 
small—the close attention you want... “plus services” 


for aggressive LP-Gas distributors and dealers. 


WRITE, WIRE OR CALL THE TULOMA OFFICE NEAREST YOU 


TULOMA GAS PRODUCTS COMPANY 
Pan American Building e Phone CHerry 2-3261 e Tulsa, Okla. 


DISTRICT OFFICES 
Williamsburg, Virginia 
Moorhead, Minnesota 
Salt Lake City, Utah 
Billings, Montana 

Des Moines, Iowa 
Russell, Kansas 
Houston, Texas 


Midland, Texas 


whoa 
un) Ga 
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beyond the mains CH) 


THE NEW LOOK IN SELLING 


AT LAST "ECONOMY" PACKS A PUNCH. For a long time it seemed 
that economy played a poor second fiddle to style and social 
standing in selling to the general public. Not any more--a good 
Strong sales talk based on economy is now not only respectable 
-- it is also necessary. People are now sitting on their well- 
filled wallets asking themselves questions like these: "Do I 
really need this thing?"--"Is it worth what it costs?"--"Will 
the same money buy something that I need more?" They must now 
have more potent reasons than they required in the past. The 
bloom is off the boom, and selling has changed from order taking 
to hard and consistent work. 





Now let's look at the other side of the picture. People-- 
businessmen and ordinary citizens--are looking for economy as 
they have never looked since the start of the boom days back in 
the late thirties. Don't misunderstand--buyers are still human 
beings. Pride, love, duty, fear and the other emotions still 
provide the drive that makes pecple want to buy things for per- 
sonal or family use. But now it takes more of the solid reasons 
on which they can justify puttirg out the cash. And the greatest 
of these iS now economy. 


FARM IMPLEMENT DEALERS GIVEN A SHOT IN THE ARM. L. P. gas is 
important to the future of the farm implement dealer. This was 
brought out dramatically in the May 17 issue of IMPLEMENT & 
TRACTOR, the leading publication in that field. A red banner 
across the cover proclaims, "The LP-Gas Market--How You Fit In." 
In the feature section a group of articles tells of the expand- 
ing market for LPG-fuelled agricultural equipment, points out 
the great value of the rural gas dealers as allies in building 
sales volume, and presents an engineering study of the advan- 
tages of propane in tractor operation. 





Based on information supplied by the National Council, the 
lead article features and illustrates the following important 
farm uses for which the implement dealer can sell equipment: 
tractors, irrigation pumping, grain dryers, weed burning, poul- 
try brooding, and hog house heating. Numerous other uses are 
also included in the list of sales opportunities. Case histories 
are given covering successful cooperation between implement 
and gas dealers in the Corn Belt, in Florida and in California. 
The obvious conclusion is, "Team up with your local L. P. gas 
dealers to increase your sales." Teamwork is where two or more 
people work together to get more done than they all could accom- 
plish working separately. Why wait for the implement dealer to 
call on you? 
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Sales 
Profits 


Performance 
and 
Competitive 


Prices 


D.w. WHITEHEAD | 
automatic 


aS 


water 
heaters 


MEMBER 
VOW 
2” Ve 





especially pr 
designed for . - GAS 


LP GAS = 


liberal 10-year guarantee 
Nationally Advertised 





D. W. WHITEHEAD MFG. CORP. 
1214 Walnut Ave. Trenton 9, N. J. 
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wo NEW self-powered controls 


From Honeywell—for all types of gas applications 


e New self-powered Powerpile Adatrol com- 

bination provides all necessary manifold 

components in a casting less than 512” long. 

e Includes ‘‘A’’ Cock .. . ““B’’ Cock . . . com- 

plete pilot shut-off . . . unregulated pilot gas 
.. with or without pressure regulator. 

e Service completely with screw driver. 

e Compact design permits applications to 

today’s small furnaces having limited space. 

e Valve is controlled by wall mounted 

Honeywell Round Thermostat 

e For room and wall heaters, floor furnaces 

and small central units. 


_— THEY'RE built with Honeywell production tech- 
niques plus proved and tested components, these two 
new Powerpile Controls assure long years of trouble-free 
performance. 

And when you deal with Honeywell, you take advantage 
of the best field service in the industry, backed by years of 
engineering experience. 

For information on our complete line of Powerpile Controls, 
call your local Honeywell office. Or write Minneapolis- 
Honeywell, Dept. BN-7-111, Minneapolis 8, Minnesota. 
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VS 8187 Powerpile Gas Valve 


e This new Honeywell Powerpile Gas Valve 
is now available in valve sizes through 1%”. 
This valve will permit new applications to 
room and wall heaters, floor furnaces plu; 
larger central units and also package boilers. 
e Simplified diaphragm gas valve for long, 
trouble-free service. 

e Non-polarized terminals—wires can go on 
either terminal. 


e Waterproof construction. 


Honeywell 
HH) Pirie in. Conceal 


*Trademark 








: 


Texas Natural manufactures and sells “Gasoline 
Plant” LP Gas. This clean, high quality fuel is 
made in all ten Texas Natural plants, and each 
plant is as modern as engineers can make them. 

“*¢ The product is under constant control to assure 
uniform high quality at all times. You'll be 
better satisfied with TEXGAS quality and 
service because LP GAS IS NOT A SIDELINE 

WITH TEXAS NATURAL. 


Process area of Rankin, Texas 
Plant where more than 350,- 
000 gallons of lighter hydro- 
carbons are made each day. 


a 








® BUTANE » PROPANE pb» NATURAL GASOLINE 


TEXAS NATURAL GASOLINE CORPORATION 
TULSA, OKLAHOMA 
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A report on the seventh of a series of manufacturer-dealer meetings 
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Appliance sales progress reviewed 


at seventh BPN-sponsored forum 





HIRTY -TWO interested in- 
beer members attended the 
seventh Appliance Manufacturer 
LPG Dealer Forum sponsored by 
BUTANE- PROPANE News at the 
Lake Shore Club, Chicago, on May 
3. The breadth of interest in the 
program was indicated by the pres- 
ence of high officials from com- 
panies producing all major types of 
appliances, controls, and related 
equipment. Dealers attended not 
only from the territory tributary 
to Chicago, but also from Oregon, 
Florida, Tennessee and Kansas. 

Editor Carl Abell opened the 
meeting with a progress report on 
activities resulting from or related 


< 


Dealers McCormick, Lundin and Bise gang up to bring the facts 
of life about propane to BPN publisher Chapman. 
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to tne more important matters 
within the scope of the group, fol- 
lowing their extended discussion 
at the similar round table meet- 
ings held during 1957. Sales train- 
ing held the number one spot on 
the agenda. Editor Abell called at- 
tention to the two parallel series 
of sales training and sales manage- 
ment programs now appearing 
monthly in BUTANE - PROPANE 
Ne ws, 


Dealer education 

Manufacturers who had previ- 
ously been offering specialized 
sales training on their products at 
factory schools were reported to 


be “putting their shows on the 
road” in order to bring the bene 
fits of this potent form of sales 
help within reach of dealers who 
were unable or unwilling to attend 
or send salesmen to the factor) 
schools. 

Examples cited were the Ruud 
Institute of Commercial Gas Water 
Heating, which is now being pre- 
sented on a circuit to cover the 
company’s sales territories, and 
Empire Stove Co. Lee Brand, of 
the latter company, gave an en- 
thusiastie report on the greatly in- 
creased use of the training pro- 
gram by dealers since it has been 
reorganized to make it available 


Honeywell's Carlsen, Fisher's Wolfe and dealer Woodward learn 
that there is no known way to keep Editor Abell from sounding off. 
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Hail, hail, the gang's all here. 





locally in numerous parts of the 
country. 

Making greater use of the Dis- 
tributive Education facilities of- 
fered by the public school systems 
was again discussed. While these 
are not yet widely used in sales 
training of our industry people, 
attention was called to the service 
training program recently set up 
by the Missouri LPGA. This is 
being carried on under the super- 
vision of the State Department of 
Education, with the assistance of 
the state association and with the 
active cooperation of local dealers. 
Twenty-one schools throughout the 
state are participating, with total 
enrollment of 459. 

This educational program has 
been so enthusiastically received 
that plans are now under way for 
repetition of the program next 
year, and tentative plans are being 
worked out for a management sym- 
posium conducted along the same 
lines. 


Appliances in the school 


The importance of getting L. P. 
gas appliances into the home eco- 
nomics laboratories of the rural 
high schools, and of getting gas 
appliances and their use into the 
curriculums of the junior colleges 
and teacher training colleges came 
in for spirited discussion. 

While all present were agreed on 
the desirability of this activity, it 
was apparent that there is still 
much to be done to arrive at a pro- 
gram of financing and discounts 
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that would be acceptable to the 
LPG dealers without putting too 
heavy a financial burden on the 
appliance manufacturers. 

Sam Wilson, George D. Roper 
Corp., pointed out that in many of 
the multiple installations of his 
firm’s ranges in schools, it had been 
necessary for factory sales repre- 
sentatives to work with the local 
dealers in order to get the deal. 
This might indicate a widespread 
condition that needs the attention 
of the appliance manufacturers 
through their own organization. 
The lack of an adequate service 
program in connection with these 
school installations was also em- 
phasized. 


The suburbs 


In connection with the problem 
of getting gas and gas appliances 
into the suburban fringe areas be- 
yond the present mains, the dis- 
cussion centered on three specific 
problems: (1) familiarizing archi- 
tects and builders with the possi- 
bilities, advantages and public ac- 
ceptance of gas; (2) development 
of more and better unified local 
promotion programs by the related 
urban, suburban and rural gas in- 
terests; and (3) the problems in- 
volved in setting up service with 
L. P. gas on a temporary basis 
and later changing to pipeline ser- 
vice supplied by the utility com- 
panies. 

Stanley Ward, Lakeland Gas Co., 
Waukegan, IIl., outlined the prob- 
lems encountered in trying to work 


out a unity program in the Chicago 
area. The rapid development of 
the unified highway sign program 
in various parts of the country was 
also noted as evidence of the in- 
creasing awareness of the need for 
such promotional activities, and as 
an effective step toward the future 
development of more comprehen- 
sive loca] unified programs. 

The efforts of the electrical in- 
dustry to get in on the heating 
load came up for further discus- 
sion. John Bise, Triopane Gas Co., 
Nashville, who had reported gloom- 
ily at a previous BPN forum on 
the inroads of electricity into the 
heating load in Tennessee, told of 
the mass conversion from electric 
heat pumps to gas heat in a suburb 
of Chattanooga. It developed that 
the heat pumps as installed were 
inadequate for the heating require- 
ments during the unusually cold 
weather of last February, and that 
an epidemic of mechanical failures 
of the equipment resulted from 
continuous heavy use. 

From the other side of the coun- 
try Walter Kraus, Bay Heat, 
Marshfield, Ore., told of his activi- 
ties in countering the efforts of 
the local electric company to mo- 
nopolize the appliance load and 
heating in the local building field. 
This finally resulted in Kraus’s en- 
trance into the construction busi- 
ness, building tract homes with 
complete L. P. gas service, and his 
present construction of a large 
apartment building with complete 
gas facilities. 
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Dealer Stan Ward, umpired by dealer Humburg and Publisher Chapman, persuades 
manufacturer Coover that suburban Chicago is not a market for crop dryers. 


Roper's Wilson and Ohio Foundry's McFadden register hope and doubt over BPNer 
Baird's obvious optimism. 


General Controls’ Lerch tries to sell Greater Chicago to Dearborn's Norris and Kleinmann 
and BPNer Smyth, who come from Still Greater Texas. 
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Seventh 
BUTANE-PROPANE News 


Appliance Sales Conference 
Chicago, May 3, 1958 


© MANUFACTURERS 


Lee A. Brand, Vice President, Empire 
Stove Co. 

K. R. D. Wolfe, Vice President, Fisher 
Governor Co. 

R. H. Norris, President, Dearborn Stove 
Co. 

W. Burroughs, Vice President, White 
Products Corp. 

Harrold J. Rust, Sales Manager, Hand- 
ley-Brown Heater Co. 

Delos Coover, Sales Manager, Gilmore- 
Tatge Manufacturing Co. 

Sam K. Wilson, Advertising Manager, 
Geo. D. Roper Corp. 

J. C. Berry, Chief Engineer, White Prod- 
ucts Corp. 

H. C. Carlsen Jr., L. P. Manager, Min 
neapolis-Honeywell 

M. G. Cook, L. P. Sales, Rockwell Manu- 
facturing Co. 

Edward Elliott, Manager LPG Div., Press- 
ed Steel Tank Co. 

E. S. Kleinmann, Vice President, Sales, 
Dearborn Stove Co. 

John Walsh, Sales Manager, Waldorf 
Heater Co. 

B. L. Lerch, Midwest Regional Manager, 
General Controls 

George M. McFadden, President, The 
Ohio Foundry & Manufacturing Co. 


* PRODUCER 


R. H. Freiermuth, LPG Appliance Sales, 
Phillips Petroleum 


* L. P. GAS DEALERS 


Glen Humburg, President, Humburg Gas 
Co. Inc., La Crosse, Kans. 

Stoenley Ward, General Manager, Lake- 
land Gas Co., Waukegan, Ill. 

Tom Ennett, President, Rockford Propane 
Co., Rockford, Ill. 

Walter J. Kraus, President, Bay Heat 
Inc., North Bend Oregon. 

R. C. Woodward, President, Western 
Natural Gas Co., Jacksonville, Fla. 

T. F. McCormick, Sales Manager, West- 
ern Div., Dri-Gas, Hinsdale, Ill. 

F. T. Lundin, Sales Manager, Eastern 
Div., Dri-Gas, Hinsdale, Ill. 

J. R. Bise Jr., Central Triopane Gas Co., 
Nashville, Tenn. 


* OTHERS 


Carl Abell, Editor, BUTANE-PROPANE 
News 

Frank M. Chapman, Publisher, BPN 

William W. Clark, Eastern Editor, BPN 

Gilbert Bowman, Promotion Manager, 
BPN 

Howard Baird, Cleveland Manager, 
BPN 

Joseph Geryk, New York Manager, BPN 

Richard De Muesy, Chicago Manager, 
BPN 

William Smyth, Dallas Manager, BPN 

C. L. Parkhill, Consulting Engineer, Los 
Angeles 
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Dealer Woodward becomes a "Chicago Elk" under the sponsorship of Rockwell's 
Cook, Phillips’ Freiermuth, and BPNer Smyth. 


Dealer Ennett and Manufacturer Brand put odds on Pittsburgh over Philadelphia 
in the argument between Rockwell's Cook and BPNer Clark. 


BPNer Geryk (New York) is invited to "Go West, young man" by Dealer Kraus 
(Oregon). "Farther west, anyway," say Wolfe (lowa) and Walsh (Philadelphia). 


‘ 


Honeywell's Carlsen, White Products’ Burroughs and Handley-Brown's Rust are 
put in the Chicano picture by BPNer De Muesy (Chicago). 
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He emphasized that this same 
course can be followed by many 
LPG dealers, and that it requires 
a bare minimum of capital outlay, 
since very favorable loans may be 
obtained for new housing construc- 
tion. This was told in true Kraus 
style, with ample fireworks and 
dynamite. 


Matched kitchens 


Progress toward the availability 
of matched all-gas kitchen appli- 
ances was noted in connection with 
the broadening of lines by several 
manufacturers and the reappear- 
ance of the former Servel gas re- 
frigerator under the Whirlpool 
name. This trend, it was pointed 
out, helps to simplify the problem 
of selling gas appliances to the 
building trade for use in quantity 
produced homes, as well as making 
a more readily saleable complete 
gas kitchen installation for mod- 
ernization jobs. 

The work of the Dealer’s Aid 
committee of the National LP-Gas 
Council was highly praised by Edi- 
tor Abell. The recently developed 
Promotion Planner and the im- 
proved local advertising materials 
put out by the Council, plus the 
recent uptrend in membership, 
were cited as evidence of the in- 
creased realization among dealers 
that they need to do more local pro- 
motion to cash in on the effect of 
the several big national advertis- 
ing and promotion programs. 

In view of the increasing inter- 
est of dealers in conducting more 
intensive local merchandising pro- 
grams, Mr. Abell stated that dur- 
ing the coming months BUTANE- 
PROPANE News will present a 
monthly series of detailed mer- 
chandising promotional plans. 
These will be based on programs 
that have been used with outstand- 
ing success by L. P. gas dealers. 

In response to requests from sev- 
eral manufacturers located in the 
Atlantic states for additional meet- 
ings of this kind at a point more 
convenient to the many industry 
people in that area, it was an- 
nounced that another BPN forum 
would be held in New York, prob- 
ably in October. It was also planned 
to continue holding these meetings 
each spring, fitting the time and 
place to the schedule of the LPGA 
convention. * 
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SWEET POTATOES 


A flexible farm load, 
a lush new L. P. gas load 


By W. L. THOMAS 


Fuel That Flows Wherever Truck Wheels 
Can Go’’—descriptive trademarks of LPG. Essen- 
tially, they all signify that LPG is basically serv- 
ing the rural resident; therefore, the future of 
the LPG dealer is irrevocably tied to the farmer. 
The farmers’ problems, the farmers’ prosperity, 
the farmers’ recessions ultimately become the 
dealers’ problems, the dealers’ prosperity, the 
dealers’ recessions. 

The farmers, our customers, have been beset 
with many problems. We cannot read a newspaper 
without seeing the common phrases “soil-bank,” 
“gross farm income,” “acreage allotment.” These 
are the farmers’ problems; yet many of us have 
not stopped to analyze the effect these problems 
have on our business. 


OT ea te Gas Beyond the Mains,” “The 





Let us look at a specific case—a farmer with 
problems, and an L. P. gas dealer who was suf- 
fering because one of his customers had these 
problems. 


Problem 


1. FARMER—Mr. David Mann of Route 2, Sur- 
rency, Ga. Mr. Mann has been raising tobacco 
for many years; in fact, it was his main cash 
crop. The supply of tobacco in the United 
States exceeded the demand. Since the federal 
government was supporting the price of this 
commodity, the acreage that a farmer was 
permitted to plant was cut. For example, if a 
farmer had 100 acres of tobacco in 1955, he 
could plant only 88 acres in 1956, and only 70.4 
acres in 1957. These weren’t the first two cuts; 
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they were merely two in a 
series. Mr. Mann estimates that 
his acreage has been cut at least 
50 per cent since 1950. 

. THE GAS DEALER — Service 
Gas Co. of Baxley, Ga. This 
company is managed by Mr. 
John D. Lewis, and is a branch 
of Southern Propane Properties. 

Mr. Lewis estimates that his 
gas volume will decrease about 
15 per cent as compared to 1956 
gas sales due to the latest cut 
in tobacco acreage. 

In South Georgia it requires 
about 250 gal. of L. P. gas to 
cure one acre of tobacco. Re- 
ferring back to _ the first 
example, if a farmer had 100 
acres of tobacco in 1955, he 


Solution 


1FARMER Mann began to 
diversify his crops. He raises 
cattle and hogs, and corn to 
feed them. This is a slow pro- 
cess, and the cattle and hog 
markets are not stable. Mr. 
Mann needed a cash crop that 
would replace tobacco. The crop 
would have to: 
(a) grow well on the type 
soil he had 
(b) have a_ ready 
with stable prices 
(ec) not interfere with his 
other crops 
(d) require a minimum of 
capital investment 
Sweet potatoes met all these re- 
quirements. Today Mr. Mann 


market 


500 gal. LPG tank stands between two tobacco curing barns now used to cure sweet 
potatoes in Surrency, Ga. 





would use 25,000 gal. of gas; 

in 1956 he would use 22,000 gal. 

in 1957 he would use 17,600 gal. 
of LPG. 

This shows the inter-relation- 
ship between the farmer (custo- 
mer) and the dealer. Dealer sales 
go down, fixed costs stay relatively 
the same, resulting in a lower net 
profit. 

You don’t live in the tobacco 
belt? Do you live in the corn belt, 
wheat belt, cotton belt, or any of 
the other belts where the federal 
government has stepped in and 
forced the farmer to plant less? 
The story is the same throughout 
the United States. 

This story is not one of defeat, 
but one of success. Success 
through crop diversification; suc- 
cess through dealer-farmer  co- 
operation; success through using 
the best fuel to produce the best 
products. 
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and his son have 50 acres of 

them. 

. GAS SERVICE CO. is selling 
the gas used to cure the pota- 
toes, so they are recovering 
some of the load they lost when 
tobacco acreage was cut. Since 
sweet potatoes must be culti- 
vated at least six times, there 
is an excellent tractor-fuel load. 
Let’s get acquainted with sweet 

potatoes and the way in which 
LPG makes them better. 

In the southern part of Georgia, 
sweet potatoes are usually planted 
from the first week of May through 
the first part of July. This means 
that the farmer can plant his crop 
without interfering with the other 
crops which he must plant during 
a relatively short period of time. 
This is a very important con- 
sideration; for if weather condi- 
tions delay his planting, he is not 
as apt to have a “short” crop as 


he would with many other com- 
modities. 

The potatoes are set out as 
sprouts which have been grown 
from the “culls’’ produced by the 
farmer the preceding year. In 
many cases farmers raise sprouts 
to sell, which in itself is a lucra- 
tive business. 

Mr. Mann has chosen a variety 
of potato which “bunches” as con- 
trasted to the vine type. The bunch 
variety can be cultivated during 
its entire growing period. Since 
this is not possible with many 
other row crops, it immediately 
suggests a great opportunity for 
LPG carburetion. 

The potatoes are ready for 
harvesting in late September, or 
before the vines are frostbitten. 
Sweet potatoes in this region of 
Georgia produce from 150 to 400 
bu per acre depending upon the 
soil and the weather conditions 
during their growing season. 
Mechanical diggers, pulled behind 
a tractor, are used in all large- 
scale operations. 

When the potatoes have been 
dug, they are put through a ma- 
chine which automatically washes 
them, grades them for size, and 
applies a food coloring to make 
them more eye-appealing to the 
housewife. 


Sweet potato curing 

The potatoes are 
baskets which are stacked in the 
curing barn. Curing requires a tem- 
perature between 75° and 85°F for 
a period of two weeks, or until 
sprouts begin to appear on the 


placed in 


potatoes. Outside air circulation 
should be limited to only the 
amount required for combustion. 
In drying most crops and in cur- 
ing tobacco, it is desirable to have 
a large volume of hot air circulat- 
ing through the commodity. How- 
ever, it should be pointed out that 
in curing sweet potatoes this air 
circulation is not desirable. Potato 
curing can be likened to putting 
seed potatoes in the ground in the 
spring —the soil temperature is 
about 70°, there is no air circula- 
tion, and sprouts begin to form. 
The purpose of curing is to give 
the potato a better taste, and to 
preserve it by rendering it less 
susceptible to attack by decay or- 
ganisms. 
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Sweet potatoes are mechanically washed, 
colored and graded, then packed as shown 
above at the H. Grady Zellner plant, Cull- 
man, Ala. 





The curing barn should be dry, 
and it should be tight to limit the 
intake of outside air. If tobacco 
barns are used, the upper and 
lower ventilators should be closed 
so that only sufficient air for com- 
bustion is admitted. The size of 
the barn will depend on the amount 
of potatoes the farmer will cure in 
a season. Mr. Mann uses two 17 by 
17 ft tobacco barns for 50 acres, 
and is well satisfied with his set- 
up. The height of the barn is rela- 
tively unimportant; although it 
should be kept in mind that an 
over-high barn tends to give n- 
even heat distribution with in- 
creased gas consumption. It is also 
difficult to stack potatoes higher 
than 12 to 14 ft. 

The barn construction is an eco- 
nomic consideration, since poor 
construction causes greater heat 
loss and larger gas bills. The heat 
loss for any curing barn can be 
calculated by using an inside tem- 
perature of 85° and the heat-loss 
coefficient for the type construction. 

The heaters selected for the cur- 
ing barn should be equipped with 
safety pilots, high-limit controls, 
and thermostats. Mr. Mann uses 
three unvented Gastobac heaters 
for each barn. He uses nine heat- 
ers in each barn for curing tobac- 
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co, but since potato curing does 
not require as high a temperature 
or as much air circulation, the 
three heaters do the job very well. 
The number and size of the heaters 
for any particular barn will be 
determined by barn size, construc- 
tion, and outside temperatures. 

The heaters and thermostats 
should be located so as to assure an 
even temperature throughout the 
barn. This may require some ex- 
perimenting on the part of the 
dealer and customer, but it is not 
a difficult problem to solve. 


LPG consumption 


The gas consumption will vary 
according to the number of bushels 
cured, construction of the barn, 
and mean outside temperature. Mr. 
Mann begins curing in the latter 
part of September or the early part 
of October. During 1956 he used 
350 gal. of fuel for 4000 bu. of po- 
tatoes. His two barns are con- 
structed with hollow tile, and the 
mean temperature in his area for 
the month of October, 1956, was 
about 68°. 

There are many areas in the 
United States where sweet pota- 
toes could be grown, and where 
there is a ready market. Many 
farmers, however, are not informed 
on how to raise and market them. 
Therefore, the dealer can help him- 
self and his farmer-customer by 
informing him of the potential 
profit which can be realized from 
sweet potatoes. 

To interest a farmer in sweet 
potato raising, three especially im- 
portant facts should be presented 
to him: 


1. The crop is flexible — long 
planting season and one which will 
not interfere with the planting and 
harvesting of other crops. 

2. The crop is easy to cultivate 
if the correct type of potato is 
chosen. 

3. The crop will produce high 
cash income; however, it must be 
stressed that 

(a) the potatoes must be graded 

and colored to assure the 
purchaser a uniform and 
eye-appealing product, and 

(b) the potatoes must be cured 

to assure the purchaser a 
product with a superior 
taste and a product which 
will keep in storage. 

The influence of the farm ad- 
visor or county agent will be very 
helpful in promoting the intro- 
duction of new crops into an area. 
That’s part of his job, and most 
farmers place great confidence in 
his recommendations. 

Most farmers are understand- 
ably slow to invest in capital equip- 
ment to handle a crop with which 
they are not familiar, so the dealer 
in many instances will have to help 
the farmer improvise until some 
income can be realized from sweet 
potatoes. This may mean curing 
on a small scale in basements, 
garages, or buildings that were 
built for a different purpose. Here 
again, the necessity for team- 
work is apparent; for the ultimate 
success of any LPG dealer rests 
with his ability to see the many 
possible applications of his fuel, and 
in his willingness to work with his 
customers in making the applica- 
tions. * 


Left, John D. 
Lewis, manager, 
Service Gas Co., 
Baxley, Ga. Right, 
T. E. Mann stands 
before his special- 
ly built sweet po- 
tato washer- 
grader-colorer. 
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POPES 4 tet een ers 


Not a scene of beauty but one of effi- 
ciency. Bacon & Schramm use four pro- 
pane-fired tar kettles for the roofing job 
on the new Caterpillar Tractor Co. build- 


ing at Denver, Colo. 





Propane has become the “nat- 
ural" gas in the Denver area for 
heating tar kettles. It reduces 


fire hazards and increases speed 


and efficiency in roofing jobs. 





By J. ARTHUR THOMPSON 
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The pitch is hot 


HE fellow that originated the 

saying “There’s hell to pay 
and no pitch hot,” didn’t have 
any propane handy or he could 
have had his pitch hot before he 
got through framing his wise 
crack. 

L. P. gas-fired tar kettles are 
becoming pretty much _ standard 
equipment with roofers through- 
out the West. The first tar kettles 
were fired with wood or coal, or 
any similar fuel that might be 
handy. They were slow heating, 
hard to manage and generally un- 
satisfactory. These were super- 
seded by oil or distillate burners 
which were a distinct advance, but 
still far from ideal. 

But now many roofers have 
learned from their own experience 
that L. P. gas is the most economi- 
cal and most convenient fuel they 
can use. 


In Denver, Colo., practically all 
roofing companies, especially the 
larger ones, use L. P. gas to heat 
the tar or asphalt which they use 
for roofing and flashing. 


Free comparison 


While gallon-for-gallon fuel 
costs may be a trifle higher (al- 
though not always) for L, P. gas, 
the other savings far more than 
make up the difference. With oil or 
distillate, half an hour or more 
may be consumed in getting the 
burners going, pressure pumped 
up to the required point and the 
flame regulated to the proper de- 
gree. 

With propane, the burners are 
ready to go the minute the kettle 
is hauled onto the job. There is no 
oily soot to clog up the burners as 
is often the case with an oil burner 
under a tar kettle. 
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Bacon & Schramm of Denver 
furnish an excellent example of 
one of the larger, progressive roof- 
ing firms that uses propane for its 
roofing kettles. In its own yard 
there is a 1000-gal propane storage 
tank for filling the bottles for the 
fuel supply on the job. 

The firm operates about 15 ket- 
tles of various sizes for roofing and 
flashing operations. Most of these 
have been converted from oil burn- 
ers. Killam weed burners have 
simply been inserted in place of 
the old oil burners. This burner is 
used on many conversions, al- 
though on occasion, the Killam 
Burner Co. has designed and 
built special burners to meet spe- 
cial needs. 

The roofing men out on the jobs 
are thoroughly sold on the merits 
and advantages of L. P. gas. They 
like the clean burners, the sim- 
plicity of operation and the quick 
flame that swiftly brings their ma- 
terials up to the necessary state of 
liquidity. 

One of the dangers of tar or as- 
phalt roof applications is fire. A 
moment’s carelessness ard the boil- 
ing tar gets too hot and passes the 
flash point. That generally means 
a fire and a kettle lost, even if no 
other damage is done. 


Fire danger practically nil 


Bocon & Schramm have found 
that the use of L. P. gas has re- 
duced this danger almost to the 
vanishing point. Before the use of 
propane for the kettles, there was 
an average of about two fires a 
year. In the four years since 
adapting the equipment to L. P. 
gas, there has not been a single 
fire. Other roofing companies tell 
a similar story. 

On the larger jobs, the Bacon & 
Schramm firm uses a tar pump to 
hoist the boiling material to the 
roof of the building. This is pow- 
ered by a 4% hp Wisconsin engine 
with L. P. gas curburetion. It has 
been found materially more satis- 
factory than gasoline. 

On a small roofing or flashing 
job, such as a private garage or 
residence, it is a simple matter to 
toss a cylinder or two of propane 
into the back end of a truck, along 
with the necessary materials and 
tools, and hook a tar kettle onto 
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Propane operated 


engine pumps the 
boiling liquid as- 
phalt from the ket- 
tles to the roof. 


Time and cost are both saved on small roofing jobs because the trailer-mounted kettle can 


be fired up within minutes after arrival at the job. 





the trailer hitch. When they get 
to the job, the men just run a flex- 
ible tube from the cylinder regula- 
tor to the kettle burner and they 
are ready for business. 


Many companies adopting 
program 


United Materials Co., with seven 
kettles and Midwest Roofing with 
three kettles, both have converted 
from oil to L. P. gas. Western 
Elaterite Roofing Co., one of the 


oldest and largest roofing outfits 
in the Denver region, has approxi- 
mately 20 kettles which are factory 
equipped for the use of L. P. gas. 
There are numerous other roofers 
in the area who are now taking 
advantage of the speed, cleanliness 
and convenience of this modern 
fuel. 

All of them say that they would 
never think of going back to using 
any of the older methods of heat- 
ing. They are 100 per cent sold on 
L. P. gas for their tar kettles. @& 
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By CARL ABELL * Editor 


HROUGHOUT most of the 

United States the big competi- 
tor for the heating load is oil, and 
it predominates. There is only one 
reason why this condition devel- 
oped. Oil got there first with au- 
tomatic thermostatically controlled 
heat. It was such a great improve- 
ment over the previous fuels— 
mostly coal and wood—that it be- 
came accepted as the modern way 
to heat. Oil has really been en- 
trenched, and the oil heat people 
are working like beavers to main- 
tain the belief that it is more eco- 
nomical and safer than gas—par- 
ticularly L. P. gas. Is it? 

The opposition works behind a 
barrage of Btu’s to “prove” its 
case. No. 2 heating oil contains 
140,000 Btu per gal. Propane con- 
tains 91,044, and butane contains 
108,047 Btu per gal. If the price 
is anywhere near even, they say, 
the odds are heavily weighted in 
favor of oil. 

But those Btu’s are in the fuel. 
How many of them can be put into 
the air in the house, which is the 
only place they will do any good? 
Here we find a pronounced differ- 
ence. It boils down to this. No 
furnace or heating device was ever 
made 100 per cent efficient. They 
all lose some of the heat that is 
put through them in the burning 
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of the fuel. The oil heating devices 
all lose more of the original heat 
than do gas heaters. You must 
burn more oil to get the same 
amount of heat in the house. The 
difference goes up the flue—very 
literally. 


An engineer’s viewpoint 

But let’s let an engineer tell the 
story. The following paragraphs 
are from a talk given by Mr. F. 
E. Graybiel, Youngstown Propane 
Inc., before the Ohio LPGA con- 
vention in March 1958. This is 
really the “voice of experience.” 

“For the past five years I have 
been engaged in the bulk propane 














business. During the first two 
years of business I sold a few home 
heating jobs. I had quite a num- 
ber of prospects, people who came 
to the office and said, “How about 
this stuff for home heating?” And 
I, having an engineering back- 
ground and having a proper re- 
spect for a Btu, would give them 
my considered opinion that oil 
heating would be about 25 per cent 
cheaper than propane. If the gas 
main was just down the street, 
then I could make a case of it and 
sell them on the savings on natural 
gas and the low conversion costs 
when natural gas became available. 
But if they were out in the sticks, 
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I frankly told them that if I were 
in their shoes I would install oil 
on account of the savings in fuel 
costs. 

“Naturally, the sales were few 
and far between. In spite of my 
negative approach a few hardy in- 
dividuals went against my advice 
and bought propane. I didn’t sell 
"em, they bought it, and after they 
bought it, they told me that it was 
working out alright. You know 
they say that you can always tell 
an engineer when you see one, but 
you can’t tell him much. I must 
admit that this was the case with 
me. In spite of reports to the con- 
trary, I persisted in my belief that 
oil was cheaper than propane for 
home heating. 

“In the July, 1955, issue of 
BUTANE-PROPANE News, on page 
38 there was an article entitled, 
‘Meet the Oil Heating Competition 
on the Battleground of Efficiency.’ 
I read this article and read it again 
and again. I have it here, a well 
worn copy. This article is my home 
heating bible. This article made 
a propane salesman out of me. Be- 
fore reading it I sold, maybe, one 
out of 10, if that many, prospects. 
Since reading it I bat very close 
to 1000. This article gave the re- 
sults of a number of surveys deal- 
ing with the relative efficiency of 
gas and oil heaters. 


Gas efficiency 

“Back in 1936, here in Columbus, 
the Battelle Memorial Institute 
conducted a survey which reported 
73 per cent efficiency for the aver- 
age gas heater against 58 per cent 
efficiency for the average oil heater. 
The American Petroleum Institute, 
the fellows who sell oil, ran a sur- 
vey giving gas an average efficiency 
of 74 per cent and oil 66 per cent. 
A. L. Carroll, of the Consolidated 
Edison Co., New York, in a study 
of 56 homes on gas and 51 on oil, 
came up with a figure of oil being 


homes of the same design and con- 
struction, one on gas and one on 
oil. In most cases they were able 
to pick homes in the same block, 
with the same exposure, of iden- 
tical construction, one on gas and 
one on oil. A total of 128 homes 
were finally selected, 64 on gas 
and 64 on oil. Records of the ecu 
ft of gas used to heat the houses 
were kept as were the records of 
the gallons of oil used. These were 
then reduced to Btu’s by multiply- 
ing the cu ft of gas by the heat 
content of the gas, and the gallons 
of oil by 140,000. 

“The average result over the 128 
houses was that it required the 
purchase of 1.458 Btu in oil to 
equal one purchased Btu in gas. 


Almost 1.5 to 1 Btu 


“Now get that figure in your 
head. It requires the purchase of 
1.46 Btu in oil to equal one pur- 
chased Btu in gas. Now let’s go 
one step further. If we take the 
Btu value on 1 gal of oil, 140,000, 
and divide it by 1.46, we come up 
with 95,880, a figure that is not too 
far from the heat content of a gal- 
lon of propane. 

“This means that in the average 
installation, you will use approxi- 


mately the same gallonage of pro- 
pane as you will of oil in heating 
your house. With a good oil instal- 
lation and a poor gas installation, 
oil would be the cheapest fuel. With 
a good gas installation and a poor 
oil installation, propane would win. 
This would seem to indicate that if 
the price of oil and propane per gal- 
lon were equal, the cost of. fuel 
would be approximately the same 
with either fuel. However, there 
are other factors to consider. 


Other oil heat costs 

“Again we go to surveys. In a 
survey by Ebasco Service, Rich- 
mond, Va., it was determined that 
the cost of annual burner adjust- 
ments and services on oil came to 
$15 per home. As you know, the 
average requirement for home 
heating is not too far from 1500 
gal. per season, so we must add an- 
other cent to the cost per gallon of 
oil for service. 

“Ebasco also investigated the 
cost of power for the oil burner in 
atomizing and blowing in the fuel 
and came up with another cent. 
Since gas has neither of these costs, 
we can safely say that propane is 
competitive with oil for home heat- 
ing if the price of propane is with- 





RES LTS. OF 


Total 
Fuel Consumed 


16.0867 
3.7911 
19.8778 


Oil Conversion Burner 
140,000 ~ Designed Unit 
Btu/gol. (All 


2.5333 
Designed Unit 11.1102 
All 13.6435 


720 Btu/ 
C.F. 


Gas {evened Burner 


Replacement Factor 


Conversion Burner, Oil 


CALCULATIONS 


Therms/Degree Day 


Average oil heated home heat loss (0° — 70° Basis) = 58,884 Btu/Hr. 
Average gas heated home heat loss (0° — 70° Basis) = 58,908 Btu/Hr. 


I —_ 5.360 
Conversion Burner, Gas 3.692 


Total Average 
Structure Heat Loss Fuel Consumed 
Btu/Hour Therms/ ° Day/M’ Btu/Hour 


3,001,249 5.360 
767,331 4.941 
3,768,580 5.275 (3.768 gallons/ 
°D/M? Btu/Hr.) 
686,100 3.692 
3,083,981 3.603 
3,770,081 3.619 (502.6 cf/°D 
M? Btu /Hr.) 


= 1.452 Oil Btu to 1 Gos Btu 


Designed Unit, Oil. _ 4941 


only 70.3 per cent as efficient as =- 
Designed Unit, Gas 3.603 


gas. Expressed another way, it 
requires 42 per cent more oil heat- 
ing units to do a job equivalent 
to gas. 

“The most recent and most thor- 
ough test was conducted during Oil _ 5.275 
the winter of 1954-55 by the Phila- All— Ges si.) 
delphia Gas Works Co. In order 
to run the test, over 2000 homes 
were visited in an effort to find 


= 1.371 Oil Btu to 1 Gas Btu 


Conversion Burner, Oil __ 5.360 
Designed Unit, Gas ~~ 3,603 
Designed Unit, Oil AIA 
Conversion Burner,Gas 3.692 


= 1.488 Oil Btu to 1 Gas Bty 


= 1.338 Oil Btu to 1 Gas Btu 


= 1.458 Oil Btu to 1 Gas Btu 











Calculations show it takes, on the average, |.458 Btu of oil to equal | Btu of L. P. gas in 
heating value. This is due to the proved lack of efficiency in oil heaters. 
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in 2 cents per gallon of oil. Even if 
you are selling propane at 2 cents 
per gallon more than your oil com- 
petition, it is still competitive with 
oil for heating. 


Why low oil efficiency? 

“Now, Mr. Prospect may be from 
Missouri. He has heard of surveys 
and surveys. He remembers when 
Mr. Gallup had Mr. Dewey in the 
White House with a survey. He 
wants more information. Why is 
gas more efficient than oil? Again 
we go to the bible, the July, 1955, 
article in BUTANE-PROPANE News. 
Tests were run at the University of 
Wisconsin by Dr. J. R. Ackerman 
and others to investigate the poor 
correlation between the average 
performance of an oil burner as 
shown by actual consumption and 
the efficiency as determined by cer- 
tain tests that had been commonly 
accepted as correct. These common- 
ly accepted tests were made after 
the burner had been operating 
some time under favorable condi- 
tions, and after the burner and 
combustion chamber had _ been 
warmed up. 

“As you know, nothing burns 
until it has first been converted to 
a gas. Even a solid fuel such as coal 
is first vaporized before it burns. 
This is also true of oil. In order 
for oil to burn efficiently, a com- 
bustion chamber temperature of 
around 2200° to 2300° must be 
maintained. When lower than this 
the oil does not vaporize completely 
and as a result does not burn com- 
pletely. 

“In order to maintain this tem- 
perature in the combustion cham- 
ber, the manufacturer of the oil 
burner places refractories—bricks 
—in the combustion chamber of the 
oil burner to hold the heat. The ef- 
ficiency test made after this initial 
warming period is only a partial 
answer. Dr. Ackerman found that 
during this initial warming up pe- 
riod the efficiency was in the neigh- 
borhood of 42 per cent, or closely 
approximating the efficiency of a 
pot-type burner. Since the greatest 
percentage of the time during the 
heating season the weather is com- 
paratively mild and not near the 
zero degrees that the unit is de- 
signed for, it follows that the burn- 
er is used intermittently. As a re- 
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COMPARATIVE HEATING COSTS PER YEAR 





(figures given based on national averages) 





FIXED COSTS 





1. FUEL COST PER YEAR (fill 
in based 6n local costs) 


. ELECTRICITY-(exclusive of 
blowers common to both gas $15.00 
and oil models) 


. SERVICE -(adjustment, clean- 
ing of ourners, boiler flues, 
chimneys ) 


« EQUIPMENT DEPRECIATION - 
(annual amount to be written $ 
off against original cost) 


. REPAIR PARTS~- (replacing fire 
pots, grates, pipes, hearth, 
combus*+ion chamber, door 
linings, strainers, motors, 
purps, ignition systems) 


. LABOR -(caring for furnace, 
banking fires/ 


7. ASH DISPOSAL -(cost of con- 
tainers, shovels, brooms, 
gloves 


« CLEANING - (expense of cleaning 
of curtains and rugs soiled) 

+ STORAGE SPACE -(value of space 
now used for fuel storage which 


might be used instead for play- 
room, workroom, etc. 


Automatic stoker: 


(20-year life) 
> 


Motors, ignition 
system, pump, con 
veyor 
$15.00 


$15.30 


(15-year life) (20-year life) 
Furnace Furnace $ 
Storage Storage 

tank $4.80 tank None 


$ 6.00 $ 2.00 








TOTAL ACTUAL COST: $ 








$ 





A_GAS HEATING SYSTEM OFFERS THESE ADVANTAGES 





HEALTHFUL - clean, dry, even heat throughout the home 
QUIET OPERATION - no moving parts to become noisy with age 
CONVENIENT - fuel delivered regularly with no ordering necessary 


AUTOMATIC - nothing to tend 


SAFE - 100% shut-off of gas at pilot in case flow should ever 


be interrupted for any cause 





Courtesy Pyrofax Gas Corp. 





Fig. 1. Pyrofax Gas Corp.'s heating calculation sheet shows the customer in a graphic 


manner how much less it costs to heat with LPG. 





sult, the refractories cool off neces- 
sitating renewed warming up peri- 
ods with resultant poor efficiency. 
Besides this, when the oil is not 
completely consumed it forms soot, 
which acts as an insulator, which 
becomes deposited on the heat ex- 
change surfaces. This results in a 
higher stack temperature with re- 
sultant lower efficiency. 

“The end result of all this boils 
down to the fact that the customer 
on the average has to purchase 1.46 
Btu in oil to equal the purchase of 
1 Btu in gas, and if the price of 
propane is not more than 2 cents 
above the price of oil, propane is 
competitive in cost with oil for 
heating. 

“You all know the cleanliness 
story, the safety story, and all the 
other advantages that we admitted- 
ly have over oil. The only big factor 
that keeps oil in the picture is the 
widespread erroneous belief that oil 
is a more economical fuel than pro- 


pane. The day that you sell your- 
self on the proposition that pro- 
pane can hold its own with oil on a 
cost basis, is the day you will be- 
gin to really sell propane as a fuel 
for home heating.” 


Gas is safer 


There it is, straight from the 
mouth of an engineer who found 
out that what goes up the chimney 
does not heat the house. He also 
mentioned safety, and this is 
mighty important, particularly since 
it seems so easy to convince inno- 
cent householders that liquid oil is 
safer than gas. “If oil escapes, you 
can see it,” they say. Quite true. 
Let’s check and find out why those 
fire insurance report figures show 
the odds so heavily loaded in favor 
of gas. It goes this way: 

Gas does not drip. The system is 
put in and tested for leaks, and 
found to be tight. The heating ap- 
pliances have special gas-tight 
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valves that seldom go wrong. If 
they do develop leaks, they can be 
detected quite readily by the power- 
ful odorant that is put in the gas 
to give the warning. Both natural 
gas and L. P. gas are odorized for 
this purpose. 

The automatic valves that con- 
trol the fuel to the burners in pilot- 
operated thermostatically controlled 
heaters are of the 100 per cent 
safety shut-off type. If the pilot 
goes out, the valve to the burner 
will not open. This makes gas the 
safest heating fuel known—and the 
annual insurance tables prove it. 

No, an oil furnace is not that 
safe, in spite of the fact that it 
uses liquid fuel that can be seen if 
it leaks. The trouble is that it does 
leak, and in the most unhandy 
places. In the course of time almost 
any oil burner will develop a drip. 
The burner is at the entrance to 
the fire-box. Quite a lot of fuel will 
leak before it can be seen. Some- 
times it backs out through the door 
and saturates the floor. Eventually, 
unless it is discovered and cleaned 
up in time, it becomes ignited. It 
may burn itself out harmlessly, and 
then again — you wouldn’t want 
that open flame in your basement. 


Gas is cleaner 


There is also the matter of clean- 
liness. Gas is the cleanest-burning 
fuel known. As Mr. Graybiel point- 
ed out, oil doesn’t burn so clean, 
particularly during the warm-up 
stage. Somehow oil-heated homes 
tend to collect soot, which settles on 
the walls, curtains and furniture. 
In a_ closely-built neighborhood 
where most of the homes are heated 
by oil, it also tends to collect on the 
outside of the houses. Not as bad 
as with coal, but considerably 
worse than with gas. It costs more 
to keep an oil heated home cleaned, 
painted, and decorated, and keep 
the curtains and furniture present- 
able, than it does in a gas-heated 
home. 

Those are the major parts of the 
competitive story to use in selling 
against oil heat. In an earlier les- 
son we emphasized the value of 
feeding the story to the prospect 
through his eyes. Here is a golden 
opportunity to do that. We like the 
way Pyrofax makes a visual pres- 
entation of the story of the econ- 
omy of gas heat compared with oil 
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—and also with coal, which is used 
extensively in its trade territory. 
The Pyrofax salesmen carry a 
sheet of paper on which all of these 
cost factors are noted. (Fig. 1 is a 
reproduction of this sheet.) When 
the salesman gets through filling 
in the figures for that particular 
home, the prospect has the whole 
story in dollars, and there is no 
chance for him to forget that gas 
is more efficient, or that there is 
less maintenance and electrical ex- 
pense with gas burning equipment, 
or that it costs less to maintain a 
home that is heated with gas. It 
makes a very convincing story. 


Electric heat 

While we are discussing competi- 
tion, we should pay some attention 
to electric heat. This competition 
has not become critical everywhere, 
but it is spreading—and we need to 
know what to do about it before it 
becomes serious. And if we do not 
get on our toes and stay there, elec- 
tric heating can put us behind the 
eight ball in more ways than one. 

You have no doubt noticed that 
there are very few customers using 
L. P. gas heat who have other 
major appliances operating on elec- 
tricity. If they heat with gas, the 
range, water heater, and clothes 
dryer, if any, almost always oper- 
ate on gas. The electric people are 
aware of this. They also know that 
the reverse is true. A home with 
electric heat is more likely to have 
the kitchen appliances on electric- 
ity. The electric industry is look- 
ing to electric heat, and specifically 
to the heat pump, as a means of 
getting its service to replace your 
customers who now operate their 
kitchen appliances on L. P. gas. 

Electric heat comes in two forms 
—radiant and circulating. Radiant 
heat is produced electrically by the 
use of strips of resistant metal 
which become hot when current 
flows through them. The familiar 
example is the portable bathroom 
heater, which operates in the same 
way as the resistance strips that 
are built into floors, baseboards, 
ceilings and walls, except that their 
resistance units become very much 
hotter. Resistance heating is rela- 
tively expensive—considerably more 
costly than gas heating. But we 
can not ignore it, for reasons that 
will be apparent in a moment. 


Heat pump 


Circulating electrical heat as now 
generally produced comes from the 
heating cycle of the heat pump. A 
heat pump is a reversible refriger- 
ating system which is adapted to 
cooling of a house in the summer 
and heating it in the winter. In 
principle, the operation is exactly 
like a mechanical refrigerator—it 
takes heat from somewhere and 
puts it somewhere else. The refrig- 
erator takes heat out of the inside 
of the cabinet and discharges it 
outside—generally into the kitchen. 
You have no doubt noticed that a 
room air conditioner works the 
same way. The room is kept cool, 
but the conditioner sends a blast of 
hot air outside the house. It takes 
this heat out of the air in the 
house. Obviously, if the air condi- 
tioner were to be turned around 
and mounted in the opposite direc- 
tion, it would take heat out of the 
outside air and discharge it into the 
house. The heat pump does not need 
to be turned around to accomplish 
this. All that is necessary is to re- 
verse the direction of flow through 
the evaporator and condenser. 

The heat pump has been widely 
touted as a “modern miracle.”” Many 
people have the idea that it will 
heat a house for nothing, because 
it takes the heat out of the air and 
air is free. While there is nothing 
free about the operation of a heat 
pump, it is a notable improvement 
over the cost of resistance heating. 
Models are currently available that 
operate at from one-half to one- 
third of the cost with a straight 
resistance system. 

But that is not the entire story. 
For neary all installations in the 
United States except some unusual- 
ly warm locations down south, the 
heat pump properly sized for sum- 
mer cooling does not produce 
enough heat to take care of the 
winter heating. If the unit is large 
enough to meet the winter heating 
requirements, it is considerably 
over-capacity and therefore inef- 
ficient and expensive during the 
cooling system. 

The practical compromise to date 
has been to add resistance heaters 
that operate only during the winter 
cycle. These are just as expensive 
to operate as the same capacity of 
resistance strips operated for di- 
rect heat. The customer takes his 
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choice—either an oversize unit that 
is very expensive to buy and install, 
or a unit that is the proper size for 
the cooling job, but that costs extra 
when operating on the heating 
cycle. 


Of 25, 19 failed 


Thousands of heat pumps are be- 
ing sold around the country in spite 
of these obvious disadvantages. 
Some owners are well satisfied, even 
in locations as far north as Illinois. 
But it isn’t all “beer and skittles” 
for the electric boys. We have an 
authenticated case history of a sub- 
division near Chattanooga, Tenn., 
in which 25 homes were equipped 
with heat pumps of a well known 
brand. They got through the win- 
ter of 1956-57 without unusual 
problems. The 1957-58 winter was 
considerably colder and 19 com- 
pressors had to be replaced within 
18 months. This was done without 
cost to the owners, since the units 
carried a five-year warranty 

In each case the houses were 
cold, and an unheated house can be 
quite miserable in zero weather. 
Early in 1958 they had a series of 
days that had high humidity along 
with unusually low temperatures. 


The moisture formed frost on the 
outdoor coil, preventing normal 
absorption of heat from the outside 
air. The units failed to defrost, 
and again the occupants were cold. 
Even in that area where electricity 
for house heating costs as little as 
34 cents per kwh, electric bills ran 
as high as $64 for houses of 1900 
sq ft. In 19 of these homes the 
owners chose to replace their elec- 
tric heat pumps with gas heating 
and cooing systems. 


Gas heaters easily sized 

This is history in one location. 
Perhaps larger capacity units or 
the use of more resistance strips in 
the heating cycle would have given 
a more favorable showing. But let’s 
not be overly optimistic over those 
failures. These problems will be 
solved in the course of time, and 
the heat pump will be a serious 
competitive problem. In the mean- 
time, gas heating systems can be 
sized exactly to meet the heating 
problem in any house. 

Summer air conditioning sys- 
tems, gas if you can get it, or elec- 
tric if enough gas units are not 
available, can also be sized ac- 
curately for the cooling load. This 





some of the best: 


or unvented. 


ing permits as issued. 


can be served economically. 


how to use it. 





Suggested Program for Sales Training Meeting No. 11 
The woods are full of prospects for heating equipment. Here are 


© Those who still heat with wood or coal. 

© Owners of oil burners who have had to pay a few service bills on 
burners and redecorate their houses two or three times. 

® Owners of gas space heaters that are out-of-date, undersized, 


© Anyone who is building or is about to build a new home or put 

an addition on an old home beyond the gas mains. 

Why not plan a survey during this meeting to locate those pros- 
pects? Your drivers can get you the dope on your present customers 
if it is not shown on your office record cards. They can also tell you 
something about the homes of non-customers on their routes. And 
how about the rural churches and schools. Building departments in 
your small towns and the county courthouse can tell you about build- 


And why not look over the business buildings that are off the gas 
mains. They are generally simple to heat, and provide good loads that 


All salesmen should be provided with basic information such as 
heat loss calculations, recommendations for installation positions and 
procedures on all models that the firm handles, degree day calcula- 
tions and information for cost calculations, and competitive fuel 
prices. All of this material should be gone over to be sure they know 








will give maximum economy under 
present conditions—and with this 
combination, proper humidity can 
be maintained throughout the year. 

Proper humidity control can not 
now be provided with the straight 
heat pump that is large enough in 
capacity to meet the northern win- 
ter conditions. Such a unit is over- 
capacity for the cooling load, and is 
not only uneconomical, but also al- 
lows an undesirable build-up of 
humidity inside the house during 
the summer months. 

These conditions are only partly 
overcome by the use of heavy in- 
sulation. Insulation is an advantage 
in any home, and the prospect 
should not be allowed to forget that 
this adds to the cost. He should 
also be reminded that the same in- 
sulation in a gas-heated home will 
result in a sizeable reduction in his 
yearly fuel bill. In the meantime 
he will enjoy better and more de- 
pendable heat, and as good cooling 
as can be had with the heat pump. 

We have devoted this lesson to 
these two types of heating competi- 
tion instead of going into the tech- 
nicalities of heating science be- 
cause there is more good material 
already in print on the principles 
of house heating than on any other 
domestic appliance. With so much 
good basic data available, it does 
not seem necessary to repeat the 
fundamentals. 

You need to know about heat 
loss calculations so you can recom- 
mend the best models and sizes of 
heating appliances to meet your 
prospects’ needs. You also need to 
know where independent heating 
units should be placed for best re- 
sults. All of this information 
should be available from the manu- 
facturers of the lines that you han- 
dle. We hope you will dig out this 
literature and learn what is in it. 


But above all we want you to 
know that there is a tremendous 
opportunity for the sale of gas 
heating and L. P. gas in spite of 
the entrenched position of oil heat 
in the market, and the growing 
threat of more effective electric 
competition in the heating field. 

And may we emphasize again 
that your best protection against 
the loss of the kitchen appliance 
load is to get your customers’ 
homes heated with L. P. gas. ” 
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Sixty tubular, low pressure, inshot burners 
fed by L. P. gas fire this 30 hp boiler at 
Carlton Russell Tire Co., Peoria. Three 
3000 gal. LPG tanks supply the 115 gal. 
per day year-round demand. 


By HARRY L. SPOONER 


L. P. gas-fired industrial boiler 
proves perfect for tire recapping 


HEN increasing volume 
made it necessary for Carcl- 


ton Russell Tire Co., Peoria, IIl., 
to seek more space, propane made 
it possible for the firm to yo 
where space is no problem and 
where the cost of getting the 
space is low. 
Formerly located in the down- 
town area, the small size of the 
plant had made it necessary to 
put the recapping equipment on 
the second floor. When the in- 
creasing number of molds reached 
the load limit of the floor, there 
was no place to go but out. So 
out they went, to a choice location 
beyond the gas mains. 
The low-cost natural gas that 
had formerly fired the steam 
boiler is no longer available, but A tractor tire comes out of Carlton Russell's tractor tire mold which receives its steam from 
propane does the job just as well. the L. P. gas-fired industrial boiler. The boiler also supplies steam to eight passenger tire 
True, it costs more, but other molds, four truck tire molds, and seven vulcanizing molds. 
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savings provided by the suburban 
location will make up the differ- 
ence for several decades. 

In the meantime, a local L. P. 
gas dealer has a steady year- 
‘ound load for a number of years 
until community growth brings 
the gas main to the new location. 

Carlton Russell Tire Co. does 
an annual recapping volume of 
more than $250,000. All sizes of 
passenger car and truck tires are 
handled, along with tractor tires. 
Molds are available for making 
conventional, mud and snow, and 
country type treads. About 80 
passenger car tires, 30 truck tires 
and 3 tractor tires are recapped 
daily. This output requires 8 
passenger tire molds, 4 truck 
tire molds, a tractor tire mold and 
7 vulcanizing molds. 

These molds are heated by 
steam from a new Sellers boiler, 


Model 46, a horizontal type. In 
the downtown plant, natural gas 
had been used. In the present 
location of the recapping shop, 
natural gas is not available, so 
LPG was chosen and has been 
found to be very satisfactory. 

The installation for this was 
made by W. T. Shols, proprietor 
of the local Skelgas service, early 
in May 1956. Three 3000 gal. 
tanks located above ground back 
of the shop are manifolded to- 
gether. The gas is controlled by 
two stage regulation. It reaches 
the wall of the building with a 
pressure of approximately 15 psi. 
Here it is reduced to 11 in. we 
at which pressure it enters the 
boiler burners. 

The 30 hp boiler has 60 tubular, 
low-pressure, inshot type burners, 
each of which shoots its flame 
straight into a tube of the boiler. 


Total Btu input is 1,440,000. The 
burners are all built into a 
common manifold. The action is 
trouble-free, with automatic con- 
trols and safety shut-off so no atten- 
dant for the boiler is necessary. An 
average of 115 gal. of L. P. gas is 
used daily. 

The steam is supplied from the 
boiler to the molds at a uniform 
temperature of 298° required for 
the continuous process of cooking 
the rubber to unite the recap with 
the carcass of the tire. 

“We were very much pleased,” 
says owner Carlton Russell, “to 
secure L. P. gas for our new 
location. While the cost is more 
than for natural gas, we feel that 
it is the best possible fuel for our 
purpose where natural gas is not 
available and its cost is not pro- 
hibitive. We are more than satis- 
fied with its performance.” 2 





Mobile cafeteria uses LPG 


i a 


Propane provides the heat for the steam table, coffee urns, and hot sandwich drawers which 


assure these hungry workers of an appetizing and warm meal. 


Two 20 Ib. propane cylinders are mounted on the back of the mobile unit's serving counter. 
The entire unit moves in and out of the truck body. 





WO 20 lb. cylinders of propane 
oe the fuel for a new type 
of cafeteria on wheels. The unit, 
which can feed 1000 persons, has a 
thermostatically - controlled gas- 
heated steam table, coffee urns and 
hot sandwich drawers. It was de- 
signed to feed employees complete 
meals in plants too small to sup- 
port any other kind of food ser- 
vice. 

Here’s the way it works: A sin- 
gle operator drives the truck from 
one plant to another on a schedule. 
He or she backs it into the loading 
area, hops down and opens the 
back of the truck. Pressing a but- 
ton activates the motors that move 
a hydraulically-operated under car- 
riage out of the back of the truck, 
dropping supports for the unit at 
the same time. 

The operator then ducks under 
the U-shaped cafeteria counter into 
the hollow square formed by the 
unit and starts serving a complete 
meal to hungry workers. 

The entire unit has been gone 
over “with a fine tooth comb,” says 
Roy Lowe, desigu.er, by the Detroit 
Health Department. One of the 
reasons they approved it is the 
constant temperature maintained 
in the hot food compartments by 
the thermostatically-controlled pro- 
pane gas flame. ca 





C ONTRARY to popular opinion, 


not everyone in Las Vegas, 
Nev., is there for the sole purpose 
of having a good time. And not 
everyone is there to gamble. G. 
R. Brenner, Propane Sales & Ser- 
vice, is in Las Vegas to do a job 
—sell as much LPG as he can. 
And he knows that no one ever 
wins gambling with safety. 

A good part of Mr. Brenner’s 
customers are mobile home 
(trailer) residents. Las Vegas 
has some swank trailer parks and 
has a large trailer population. Be- 
cause of this, there are numerous 
mobile home dealers selling new 
and used trailers. 

Working with mobile 
home dealers, Propane Sales has 
been aware of a definite increase 
in all-gas mobile homes. In addi- 
tion to cooking, LPG is now firing 
forced air heaters, providing hot 
water, and even firing gas clothes 
dryers. The firm found that mo- 
bile home dealers have come up 
against knotty service problems 
in regard to LPG-fired appliances 
and have had no place to go to 
get the answers. 

As a result, Propane Sales, 
which is actually located in North 
Las Vegas, has begun what may 
be the first series of LPG service 
schools ever to be held designed 
especially for mobile home deal- 
ers. The series, which began 
April 11, 1958, will continue once 
each month. Meetings, lasting 
about two hours each, are held 
at the Propane Sales headquart- 
ers, beginning at 7:30 p.m. 

As a starter, Mr. Brenner sent 
a letter to every mobile home 
dealer in the area telling about 
the first meeting, then followed up 
with a personal telephone call. 
Nineteen men from 14 dealerships 
were present at the first meeting. 
Mr. Brenner’s doubts as to how 
the course would go over were 
quickly set aside as he found the 


closely 
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Trailer dealers flock to service school 
sponsored by Las Vegas L. P. gas dealer 


Nineteen men representing 14 mobile home dealers took part in the first school. 


men hungry for information on 
LPG appliances. They went away 
looking forward with enthusiasm 
to the remainder of the series. 

In order to get teaching mate- 
rials, Mr. Brenner contacted Min- 
neapolis-Honeywell and _ Fisher 
Governor Co. and told these con- 
trols manufacturers of his plans. 
Both firms immediately sent a 
large supply of reference manuals, 
work books, and actual controls 
that can be worked on in class. 

Program for the first school in- 
cluded: 

1. Basic facts of propane 

2. Importance of proper size 

tubing (actual demonstra- 
tion) 

Procedure for checking for 
leaks in an LPG installation 
(actual demonstration) 
Regulators: a. Proper sizing, 
b. Freeze-ups, c. Proper pres- 
sure adjusting, d. Working 
parts and their function 

5. Question and answer session 

Free coffee and donuts were 
served, compliments of Propane 
Sales. 


The second school was held May 
16. This was announced by a 
mimeographed mailing and fol- 
lowed up with personal telephone 
calls. 

The program: 

1. The automatic top burner 
control and how it works 
Demonstration of the 100 per 
cent safety valve 

3. Looking inside the Robert- 
shaw thermostat 

. Cake and coffee. Cake baked 
on the automatic top burner 
How to service the automatic 
gas range (actual demonstra- 
tion) 

6. Question and answer session 

Mr. Brenner is highly enthused, 
as are his pupils, with the service 
series for mobile home dealers. 
He believes other LPG dealers 
throughout the United States 
could also make a sizeable con- 
tribution to LPG dealer-mobile 
home dealer relations and the 
safety and convenience of mobile 
home occupants by providing such 
a school for dealers in their mar- 
keting areas. a 
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EFORE a prospective custom- 
er invests several hundreds of 
dollars in your LPG appliance, she 
will want the answers to several im- 
portant questions. How much does 
the appliance cost? How much of a 
discount can I get? Will you take 
my old appliance in trade? How 
much will I get on it? How much 
will T have to pay down and how 
much a month? What guarantees 
do I get with the appliance? Do I 
have to pay for service calls? Is 
installation included in the price? 
What if I don’t like the appliance 
after using it for a week—can I re- 
turn it? 
If the salesman can only give the 
prospect a blank stare on any of 
these vital questions and answer “I 
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By MARTIN A. BROWER * Managing Editor 


don’t know, I’ll have to check with 
the office,” he has lost an advan- 
tage. The prospect brands him as 
not knowing his job and so how 
does she know he is not misrepre- 
senting the appliance? And worst 
of all, he must leave without clos- 
ing the sale, possibly losing it and 
certainly losing valuable time. 
And, if the salesman is going to 
answer these questions on the spot, 
the LPG dealer wants to make cer- 
tain the answers given are the ones 
that should be given and are the 
same as every one of the dealer’s 
other salesmen are giving. It does 
the dealership’s reputation little 
good if the dealer must tell a per- 
plexed customer, “Our salesman 
was wrong when he said we would 
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install the heater free. He should 
have known we charge for the labor 
and venting material.” 

In order to make certain that 
each person who represents the 
firm in making sales has all of the 
answers, and that the answers are 
standard for everyone, companies 
lay down sales policies. Actually, 
these policies should be well 
thought out and listed before any 
attempt is made to contact any cus- 
tomer, even if the selling is to be 
done by the dealer himself. 

A policy is an accepted course 
which is to be followed. It is laid 
down by management for the guid- 
ance of all concerned. Marketing 
expert Bertrand Canfield gives a 
pretty inclusive definition of sales 
policies. He says: “Sales policies 
are predetermined courses of action 
adopted for the purpose of dealing 
uniformly with fundamental sales 
problems.” 
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Sound sales policies allow prompt 
and uniform action, the type of ac- 
tion needed in breaking down cus- 
tomer resistance, beating competi- 
tion, and closing sales. 


Setting and using sales policies 


Sales policies are normally for- 
mulated by the sales management 
committee outlined in part two of 
this series. In many cases, a par- 
ticular question will take research 
before a final policy on it can be 
adopted. Information needed might 
include your competitors’ policy on 
this question or the way in which 
your customers will react to such a 
policy. All policy must be fitted 
into the framework of the firm’s 
general principles and sales objec- 
tives. 

Sales policies must also fit into 
the framework of existing federal, 
state, and local legislation. It will 
be necessary to conform to laws 
which regulate competitive practice, 
marketing strategy, advertising, 
and sales promotion. 

Most standard marketing texts 
will outline the federal laws. State 
laws which regulate competition, 
control prices, and control advertis- 
ing practices exist in many states 
and must also be considered. In 
general, sales legislation is de- 
signed to encourage free competi- 
tion by removing restraints to 
trade and to outlaw sales practices 
detrimental to the public interest. 

Sales policies, like all of the or- 
ganization’s policies, should be spe- 
cific, but not detailed. Their pur- 
pose is to help the salesmen, not to 
tie them down. 

And, policy can be changed to 
meet changing conditions. For this 
reason, the sales management com- 
mittee should periodically review 
existing sales policies as well as 
consider the need for new ones. 

It is the job of the sales manager 
to make certain every person con- 
nected with sales, especially the 
salesmen, are kept informed as to 
all sales policies and their status. 
The sales policies should all be 
down on paper and be a permanent 
part of the sales manual. [n this 
way, the salesman can make quick 
reference to his sales manual any 
time a specific policy has slipped 
his mind. 

When policy changes come about 
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or a new policy is adopted, this 
should be pointed out and thor- 
oughly explained in a sales staff 
meeting, not filtered down to the 
salesmen. The policy can be more 
effectively interpreted and used by 
the salesmen if they also know 
some of the background reasoning 
that went into its setting. 

The fact is that most new poli- 
cies or policy changes are of a type 
that should be known to everyone, 
including the public. Notification 
might be made to customers and 
prospects through a mailing and 
to the public at large through ad- 
vertisements. Many new and 
changed policies are newsworthy 
enough to get editorial space in 
the local newspaper. 


Types of sales policies 


Basic sales policies that every 
L. P. gas dealership requires are: 
1. Product 
2. Price 
3. Trade-in 
4. Financing 
5. Credit 
). Guarantee 
. Service 
. Returns 
9. Leasing 
10. Competition 


Let’s examine these individually 
so that the sales management com- 
mittee will have a full idea of what 
each involves before attempting to 
set or change policy in each case. 


Product 


Policy on which appliances to 
carry will guide those responsible 
for purchasing but should also 
provide policy answers for sales- 
men on why these particular ap- 


pliances are carried. A salesman 
might be called on to justify one 
brand over another or one model 
over another. 

Which appliances to carry in- 
cludes the question of whether to 
carry gas only or gas and electric. 
Most leading dealers feel that a 
dealership cannot do justice to both 
gas and electric appliances where 
appliances are available in both. 
The exception is washing machines, 
which are electric only, and which 
are an aid in selling gas driers or 
are an integral part of a washer- 
dryer combination. BUTANE-PRO- 
PANE News recently completed a 
survey of top LPG marketers on 
the subject of selling both gas and 
electric ranges, water heaters, 
driers, and heaters. The full re- 
sults will be presented in a later 
issue but the consensus of all— 
and some had given it a try—was 
sell gas only. 

Next comes the policy decision 
as to whether to stock one brand 
only or to sell several brands. Con- 
centrating on one brand allows 
stocking of a wider range of 
models, lets the salesmen become 
thoroughly familiar with the ap- 
pliances and their sales story, and 
usually allows the dealer to get 
more help from the manufacturer 
or distributor. Stocking more than 
one brand, however, gives the pros- 
pect a wider choice. The decision 
is up to the sales management com- 
mittee. 


Price 

Not too long ago, price policy 
was easy to set. The salesman sold 
at list price. Today, with the com- 
ing of discount houses, price is an 
entirely different matter. Even the 


Sales policies must 
fit into the frame- 
work of existing 
federal, state and 
local legislation. 





"OUR NEW FORD TILT INCREASED 
OUR PAYLOAD BY 800 GALLONS" 


Says C. G. Keesy, General Manager 
Mid-State Bottled Gas Company of New Haven, Kentucky 











The greater maneuverability of our new 
Ford C-750 really cuts our delivery time 


“We distribute well over a million 
and a half gallons of propane gas 
a year, so naturally an increase in 
payload is mighty important to us. 
That’s why we’re so pleased with 
our new Ford Tilt. We can haul 
up to 2,350 gallons of propane with 
our 758 Ford C-750—800 gallons 
more than our other units handle! 

“Our trucks have to be durable, 
too, because we run them 24 hours 
a day during our peak season. Ford 
trucks do just that! We have a ’54 
Ford F-750 that has logged nearly 
200,000 miles, including pumping 
time, and the only work ever done 


on it was to adjust the valves once! 

“Also, maintenance costs on our 
Fords are more than reasonable. 
Our entire fleet of Ford trucks has 
been converted to propane gas. 
This way we’ve found we can cut 
over-all costs by about 60%. 

“We switched to Ford trucks 
for three reasons. First, we like 
Ford service—we can always get 
parts when we need them. Second, 
we like Ford’s V-8 engines—they 
really put out the work and 
they’re easy to convert to propane, 
too! Third and best, Ford trucks 
cost us less!” 








Official registrations 
show 


AMERICAN 
BUSINESS BUYS 
MORE 
FORD TRUCKS 
THAN ANY 


OTHER MAKE! 
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Shown above is part of MI-Gas Company’s all-Ford fleet. 
These trucks, operating in a seven-county area, serve ap- 
proximately 5000 consumers. Trucks are radio-dispatched 
for fast, efficient service. 
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MI-Gas Company's new '58 Ford Tilt (above) is a real 
timesaver for their drivers. Maneuvering into awkward 
places to reach consumers’ tanks is a normal part of the 
regular routine. The same truck is shown below refilling 
the tank of a typical customer. 
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Bring extra savings to 
your business... make 
your next truck a FORD! 


Oficial registrations for 1957 show that American 
business buys more Ford trucks than any other make. 
There are many reasons for this popularity . . . many 
reasons for you to make your next truck a Ford! 

Ford trucks are your best buy! Ford’s initial costs 
are low and resale value is traditionally high. The 
modern Ford Styleside pickups are the lowest-priced 
models available with full cab-wide body . . . giving 
23° more loadspace than traditional pickups. 

Value-packed Ford Tilt Cab trucks offer exceptional 
payloads, maneuverability, service accessibility and 
driving ease . . . they’re the most popular tilt-cab 
line, by over two to one! 

Only Ford offers the economy of Short Stroke power 
in all engines, Six or V-8. And Ford’s Heavy Duty 
V-8’s offer new, advanced durability features. The 
modern Ford Six, available in Light and Medium Duty 
F- and P-Series trucks, is equipped with an economy 
carburetor that gives you up to 10% greater gas 
mileage. It’s plenty peppy, too, with more horse- 
power per cubic inch than any other six in its class. 

Ford’s rugged cab and chassis construction means 
these new ’58s are built to last. All this plus the 
proven fact that Ford trucks last longer adds up to 
America’s No. 1 truck value. 

See your local Ford Dealer for the latest in ’58 
trucks or the best in A-1 used trucks. 


FORD 
TRUCKS 
COST 

LESS 


LESS TO OWN... LESS TO RUN... LAST LONGER, TOO! 
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nation’s best department stores 
have now entered into the “we 
won't be undersold”’ kick. 

Selling price vs. selling quality 
is one of the major subjects of dis- 
cussion at most LPG industry 
gatherings today. Obviously, each 
dealership is going to have to de- 
cide which way it wants to go and 
then give its appliance salesmen 
a definite policy on it. 

Discount prices can be success- 
fully fought with quality and ser- 
vice. Many of today’s most suc- 
cessful LPG dealerships are hold- 
ing price up and are building sound 
businesses on the basis of sound 
customers who will deal on a qual- 
ity level. Customers like a stable 
price. Such a price makes the cus- 
tomer feel the item has real value. 

Discount houses are finding the 
going much tougher as costs go up. 
One study shows that floor space 
devoted to appliances has shrunk 
to less than 10 per cent. These 
firms now need a 16 per cent gross 
margin to break even. A five dol- 
lar bill over cost does not provide 
this margin. 

In short, discounters are finding 
that it costs money to do business. 
The same fact is being uncovered 
by LPG dealers who have tried 
their hand at discounting. The 
wholesale price of an appliance is 
not its full cost. There are expenses 
for advertising, sales salaries, pro- 
motion, storage and handling at 
the showroom, insurance, delivery, 
installation, service, and general 
showroom overhead. Someone must 
pay for this. 

There are cases in which lower- 


With a complete set of sound sales policies the 


ing the price of an appliance is 
valid. These include _ so-called 
“package deals’ and_ legitimate 
sales. If a package deal is offered, 
a purchaser of a new range might 
be given the opportunity to buy 
other LPG appliances at a lower 
price in order to move the customer 
toward an all-gas home. But such 
package deals can do the best job 
when offered on an equal basis to 
all comers, not individually negoti- 
ated. 

In the long run, the setting of 
price policies will depend on the 
type of business the dealer is build- 
ing, elasticity of demand, and com- 
petition. 


Trade-in 

Policy on trade-in appliances 
must be fully formulated by man- 
agement and understood by each 
salesman before he can talk price 
or even move the customer into the 
close. Will trade-ins be accepted 
or not? Does this go for all ap- 
pliances? If not, the customer will 
have to know why not and what 
she can do with her old appliance. 

If trade-ins are taken, a method 
of allowances must be at the sales- 
man’s fingertips. And, policy will 
have to be set as to what to do with 
the used appliances. Should the 
dealership sell them or wholesale 
them out to a used appliance or 
junk dealer? All of this is basic 
policy to be thought out and set 
down. 

In formulating trade-in policies, 
the policies of competitors, the op- 
portunities for _ reselling used 
equipment in that particular area, 


principles of the 
have to be con- 


and general 
dealership will 
sidered. 


Financing 


In this modern age of consumer 
credit, there is no longer a need 
for policy as to whether or not to 
finance the sale of appliances. Fi- 
nancing is a necessary sales tool. 
But a vast number of policies are 
needed in carrying out a sales pro- 
gram based on financing. The sales- 
man must be able to talk down 
payment, interest, and length of 
payment period with as much au- 
thority as the head of the company. 

Policy as to whether the company 
will carry the paper or whether it 
will be handled by a consumer 
credit firm or bank must be set. 
And policy must be set on whether 
the cost of the appliance can be 
added onto the monthly gas bill. 
Budget billing, sometimes called 
level billing, where the annual gas 
bill is divided into even monthly 
payments, is ideally suited to add- 
ing on the appliance payment. 

Add-on plans are proving popu- 
lar. When the customer has fin- 
ished paying out one appliance, 
she is sold another one with the 
same monthly payments continu- 
ing. Or, when the customer has 
paid her account down below a cer- 
tain level, another appliance is 
added but her payments remain 
the same. She soon gets in the 
habit of making this regular 
monthly payment and finds it easy 
to work her way toward an all-gas 
modern kitchen without financial 
hardship. 
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confidence and tools necessary to close sales on the spot. 
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10 basic areas. 


A sound selling program is based on sales policies developed in 
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To sell or not to sell gas and electric appliances—that is the 


question. 














them? 


Trade-ins: should you take them? How much should you allow for 





Credit 

A consistent credit policy is es- 
sential for collecting the money for 
an appliance after it has been sold. 
Collection is far easier when there 
has been an understanding between 
the LPG dealer and the customer 
at the time of the sale (see “The 
Sale Isn’t Made Until the Cash is 
Collected” in January 1958, BPN). 
For the salesman to be able to ar- 
range this understanding with the 
customer, he must have and know 
a set of credit policies. For ex- 
ample, he should know the type of 
customer who is eligible for credit, 
that a full credit form must be 
made out on every new customer, 
that the customer understands the 
sale is completed conditional to the 
approval of the credit manager, 
and that the customer has a full 
understanding as to how and when 
payments are to be made. 


Guarantee 


Primary guarantee policy comes 
from the appliance manufacturer. 
The manufacturer’s guarantee 
might be extended or broadened 
by the dealer. The guarantee is 
uppermost in the mind of a poten- 


tial customer who wants protection 
for her investment. Yet, in many 
cases the customer has to dig the 
guarantee information out of a 
salesman, if the information is 
even available. 

The dealer’s faith in the ap- 
pliance and in the manufacturer is 
pointed up for the customer when 
the dealer voluntarily adds another 
year or an additional service to 
the basic guarantee. Some dealers 
give their own written guarantee 
in addition to the manufacturer’s 
guarantee. It is a strong selling 
point when the customer is told 
that in addition to the manufac- 
turer’s five year guarantee, you get 
our six year guarantee. Actually, 
this only extends the guarantee one 
year, but gives the customer a 
feeling of double protection. 


Service 

Having no service policies, or 
having slipshod and_ everchang- 
ing policies, will show up in cus- 
tomer dissatisfaction and in many 
high service department 
Service policies, when set 
on the basis of sound service de- 
partment financial operation and 


cases, 


costs. 





Questions for study and discussion 
1. Does your dealership have a set of sales policies? If so, how long 
ago were they last reviewed? If not, in which ways could selling 
be improved through use of sales policies? 

. Check the list of 10 areas in which sales policies are needed given 
in this article. Are any of these lacking in your organization? 
Are there any that need bringing up to date or strengthening? 

3. Are your salesmen thoroughly familiar with your sales policies? 
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when fully understood by salesmen 
and therefore customers, are highly 
beneficial. 

The most important service poli- 
cies are based on charging or not 
charging for the service and parts. 
In regard to service time, three 
basic positions are held: no service 
charge, service time charged for 
at cost, and service time charged 
for at a profit. Free service is 
generally regarded as the path to 
the poorhouse for an LPG dealer. 
Many dealerships operate their ser- 
vice departments on a profit basis 
and do so successfully. The policy 
of at least charging full cost, in- 
cluding overhead, or better yet 
making a fair profit on the service 
department, is highly advised by 
industry experts. 

The policy of making standard 
charges is one that is usually easily 
understood by customers. A service 
call is a certain fee even if only the 
pilot light must be lit. Servicing a 
water heater control is so much. 
Checking oven burners is so much. 
In most cases, where a specific job 
is done, the service call fee is ap- 
plied against it. 

Foundation of the service policy 
for new appliances is the guarantee. 
Naturally, service and parts will be 
provided during the guarantee 
period in keeping with the terms 
of the guarantee. Each customer 
should be provided with a guaran- 
tee in writing and the terms should 
be pointed out to her so that a com- 
plete understanding is had before 
service is required. 

(Continued on page 97) 
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Explosions that never happen 





With loss estimated at more 
than $15 million, one of the 
worst refinery fires in history 
raged through the Hancock Oil 
Co. plant in Signal Hill, Calif., 
on May 22. 

Early reports on the radio 
and in the Los Angeles after- 
noon papers attributed the 
cause to an explosion of butane. 

The following day, while 
flames still raged, the Los An- 
geles “Herald Express” said, 
“Battalion Chief Manchester 
said investigation revealed that 
the fire started when steam 


coils in a 60,000 bbl crude oil 
tank overheated and _ burst, 
spewing flaming oil under pres- 
sure.” This version was corrob- 
orated by eye-witnesses. 

A page of photographs of the 
fire in the “Los Angeles Times” 
of May 23 showed a propane 
tank standing undamaged in 
the burned-out wreckage, with 
gas burning as torches above 
the pressure relief valve risers. 

From authoritative sources it 
was learned that all butane and 
propane storage tanks in the 
plant remained intact. 





By ELLSWORTH L. MILLS, Vice President * Bastian-Blessing Co. 


66 XPLOSION” is an appeal- 

ing word to headline writ- 
ers. It has dramatic impact which 
draws reader interest like a mag- 
net. That’s why newspapers are 
happy to use it at every oppor- 
tunity. 

Unfortunately, this action- 
packed word is “murder” to the 
L. P. gas industry. Every time it is 
used in a story about an L. P. gas 
accident, scores of readers are 
sold on the negative idea that our 
product is too dangerous to have 
around. The insurance people see 
these articles, which undoubtedly 
results in raising insurance rates 
for the industry. 


Colonel Mills views with alarm the hundreds 
of newspoper clippings erroneously describ- 
ing L. P. gos “explosions.” 
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Because of my concern about 
the extensive use of this word in 
newspaper accounts of L. P. gas 
accidents, I have for the past sev- 
eral years checked hundreds of 
such stories to determine how of- 
ten we are blamed for “explo- 
sions” for which the L. P. gas 
industry is not responsible. Fur- 
ther, in determining the facts as 
to the reported “explosions of con- 
tainers,” I found that the contain- 
ers did not explode. True, explo- 
sions of the gas have occurred in 
confined areas. In many cases 
where L. P. gas containers are in- 
volved in a fire, the safety equip- 
ment has functioned properly, 
thus preventing an explosion of 
the containers. However, one must 
bear in mind that when the L. P. 
gas relief valve is called on to 
function, the discharge creates a 
tremendous noise, which witnesses 
identify as an “explosion.” 

Many L. P. gas men will remem- 
ber how the National LP-Gas 
Council corrected erroneous news- 
paper and radio reports blaming 
L. P. gas for an explosion and fire 
which took the lives of five chil- 
dren in Summit, Ill. 

When the story first appeared, 
the Council immediately went af- 
ter the facts. It was found that 
LPG was not being used in the 
building where the fire occurred. 





When the Council reported the 
correct information to news media, 
L. P. gas was absolved of blame. 
When a responsible official of the 
Summit Fire Department modified 
its statement, the United Press so 
reported. 

We know from this and other 
experiences that newspaper people 
don’t want to pick on the L. P. gas 
industry. Most editors willingly 
will give us a fair shake on an ac- 
cident story—if the facts bear out 
the case. But they must have the 
facts. 

For this reason, every L. P. gas 
man should be prepared to act as 
a press relations expert during 
emergencies. 

“Working With the Press,” an 
18-page booklet and a supplemen- 
tary L. P. gas fact sheet, prepared 
by the Council should be read by 
every marketer. It’s designed to 
help in developing favorable pub- 
licity and promotion. But it covers 
accident situations as well. 

It is extremely important that 
as soon as any L. P. gas marketer 
hears of an accident involving his 
products he immediately get on 
the job to determine all of the 
facts. After such determination is 
made, he should explain his find- 
ings to fire, police, county or mu- 
nicipal authorities who are inves- 
tigating the accident and then re- 
port the facts to the press as soon 
as possible. 

In all cases, when the facts are 
obtained, it would be well to send 
a copy of the corrected report to 
the state association, the LPGA 
and the Council. Each of these as- 
sociations frequently get inquiries 
as to the facts in reference to a 
particular accident. Making a 
practice of sending reports to the 
associations will insure correct in- 
formation being sent out by these 
groups. 

Every marketer in the country 
should vow to handle accidents in 
his own L. P. gas marketing area 
in this way. 

Through a determined effort, we 
can lick this problem, and enhance 
industry prestige. We can save 
and gain customers for the indus- 
try. We can get better insurance 
rates. “Explosion” is a damaging 
and costly word to our industry. 
Let’s go after the job of removing 
it from the headlines. & 
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ASSOCIATIONS 


LPGA annual convention draws record attendance; 


trade show, with 132 exhibitors, is biggest feature 


ry 

i HE 1958 annual national con- 
vention of the Liquefied Petroleum 
Gas Association held at the Con- 
rad Hilton Hotel in Chicago May 
4-7 drew a record attendance of 
between 3500 and 4000 dealers, 
suppliers, and representatives of 
appliance and equipment firms. 

As in previous years, the trade 
show was the biggest feature, with 

32 exhibitors and one full day 
plus three half days reserved for 
trade show visits. 

Various business meetings con- 
nected with the association and its 
various committees and sections 
occupied most of the time re- 
served for convention proceed- 
ings. Special meetings were held 
by the Canadian districts, and the 
marketers, appliance manufactur- 
ers, equipment manufacturers, in- 
ternational, producers and tank 
fabricators sections. 

Of special interest to dealers 
was the two-hour session of the 
marketers section, with three fea- 
tured speakers. 

Elisha Gray II, Whirlpool Corp., 


Talmage Lovelady, Arthur Bone and Howard White go about the more pleasant business 


of the convention with Miss Propane and Miss Butane, who in real life are the twin secre- 


taries, Misses Wilhelmina and Veronica Wunder of Chicago. 





in a talk titled “An Appliance 
Manvfacturer’s View of the Enor- 
mous Potential of Gas,” looked 
into the future to show the great 
importance of research in keeping 





i} 


Head men of the LPGA for 1957-58. They are F. Leslie Faqan, Ist vice president, R. J. 
Munzer, 2nd vice president, and Arthur E. Bone, president. 
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the industry in strong competitive 
condition, and to outline plans for 
further developments in gas re- 
frigeration and related develop- 
ments. 

Neile Havens, Uregas Service 
Inc., talked on “Want to Grow ?— 
Then Merchandise,” in which he 
appealed to dealers to strengthen 
their local promotional, merchan- 
dising and sales activities. 

The surprise feature of the pro- 
gram, deliberately introduced to 
show dealers at first hand the com- 
petition they are facing from the 
electric heat pump, was a sales 
talk on that subject by Andrew 
Yuskanich, of Automatic Heating 
Supply Inc., a heating contractor 
who is doing an outstanding sales 
job for that type of year-round 
comfort conditioning. The speaker 
gave the full treatment to the ad- 
vantages of the electric heat 
pump, at the same time avoiding 
any commitment concerning its 
disadvantages. 

Featured speakers at the two 
luncheons were Dr. Norman N. 
Royall Jr., professor of mathemat- 
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They represent the maturity, dignity and spirit of fun of the industry—Ancient Gassers J. 
Woodward Martin, Ernest Fannin, G. L. Brennan, and Fred LaFortune. 





ics at the University of Kansas 
City, Mo., whose subject was “The 
Shadow of the Next Industrial 
Revolution,” and Ernest T. Baugh- 
man, of the Federal Reserve Bank 
of Chicago, who talked on “Eco- 
nomic Trends.” 

Dr. Royall’s talk put the com- 
plex matters of electronic comput- 
ers and automation into terms that 
a non-technical audience could 
understand, and pointed out their 
benefits in reducing production 
costs, increasing output, and im- 
proving standards of living. 

Mr. Baughman’s discussion 
sounded notes of hope that the 
end of the recession is near and 
indicated that the means to accom- 
plish the climb back to a higher 


Miss Butane and Miss Propane were kept plenty busy with special 
services, such as drawing the prize-winning numbers for Sel-Pac's 
prize raffle. 
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level of production and prosperity 
were available. The present “wait 
and see” psychology seems to be 
the principal cause of the present 
depression in buying of durable 
goods. Highlights of Mr. Baugh- 
man’s talk were televised over the 
newscast sponsored by the Na- 
tional Council. 

The annual business meeting of 
the association featured retiring 
president Talmadge Lovelady’s 
farewell address, which was a re- 
port of the accomplishments of 
the association during the past 
year. 

Officers elected for the coming 
year were: President, Arthur E. 
Bone, Eastern Propane Co., an 
independent marketer from Mal- 


booth. 


vern, Pa. Mr. Bone is a veteran 
of 22 years in the industry, hav- 
ing been connected with Phillips 
Petroleum Co. and Suburban Pro- 
pane Gas Corp. prior to the estab- 
lishment of his own business. 

Elected first vice-president was 
F. Leslie Fagan, Gem Automatic 
Gas Co., Granite Quarry, N. C. 
Mr. Fagan has been connected 
with the LPG industry since 1946, 
and has served as president of the 
North Carolina LPGA, district di- 
rector of LPGA, and a member of 
the National LP-Gas Council’s ex- 
ecutive committee. 

The second vice-presidency was 
filled by the election of R. J. Mun- 
zer, president of Petrolane Gas 
Service Inc., Long Beach, Calif. 
Mr. Munzer has also been in the 
industry since 1946. He served as 
vice-president of Andrews Butane 
Co., Long Beach, until that firm 
merged with Petrolane in 1954. 
Mr. Munzer has been active in the 
National Council, and for the past 
year has served as chairman of 
the LPGA marketers section. 

Officers re-elected included A. 
H. Menuet, Skelly Oil Co., Kansas 
City, as treasurer, and Arthur E. 
Kreutzer of the LPGA executive 
staff as secretary and assistant 
treasurer. 

For the annual award of the 
Distinguished Service Life Mem- 
bership and the Seley Award, 
Harrison K. Strickler, former 
president of Protane Corp., was 
selected. The presentation was 
made by former LPGA president 
Charles O. Russell. Mr. Strickler 





Pulchritude and delightful confusion were added to the trade show 
by more twins who brought trade to the Suburban Appliance Corp. 
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oe @ comorlable — 


It sure is . . . when you have a Sid Richardson LP-Gas contract. 
Here is what the man said . 


Why don’t you enjoy this comfortable feeling by becoming a Sid 
Richardson LP-Gas contract customer. We can tailor-make a con- 
tract especially for you. 


Sid Richardson 


GASOLINE CO. 
629 FORT WORTH CLUB BUILDING ¢ FORT WORTH, TEXAS 


REGJONAL REPRESENTATIVES 


H. M. JONES MARVIN L. DOSS B. E. PATTON WILLIAM T. CARL 
5123 NO. NEW JERSEY 509 GLEN HAVEN DOR. MINNEAPOLIS 3105 DEWEY 
INDIANAPOLIS, INDIANA ABILENE, TEXAS MINNESOTA OMAHA, NEBRASKA 


JULY, 1958 





wis unable to attend the conven- 
tion on account of illness, so the 
awards were accepted in his be- 
half by Al Lutz, a former associ- 


ate. 


H. K. Strickler named for 
LPGA and Seley awards 


Harrison K. Strickler of Erie, 
Pa. was awarded the Distin- 
guished Service Life membership 
in the LPGA, and the Seley Award, 
at the 27th annual LPGA conven- 
tion in Chicago. 

Mr. Strickler, who is the retired 
president of Protane Corp., was 
honored for his technical and 
management contributions to the 
industry. His work spanned a 30- 
year period in which butane and 
propane gases grew from a rela- 
tive curiosity to a household ne- 
cessity in rural and suburban 
areas. 

Shortly after joining Protane in 
1925 Mr. Strickler was instrumen- 
tal in developing the hot dip gal- 
vanized cylinder now widely used 
in the bottled gas segment of the 
L. P. gas industry. He also pio- 
neered the use of dry propane 
vapors in place of the older wet 
gas method which called for a 
more intricate installation. He 
was instrumental in simplifying 
the routine of cylinder inspection. 

As a merchandiser of L. P. gas, 
he was known for his interest in 
industrial sales. He encouraged 
the use of L. P. gas for carburizing 
and heat treating, two applications 
that are today large consumers of 
gas. 

When Mr. Strickler joined Pro- 
tane he had already spent about 
15 years in the steel and machin- 
ery fields. His first post in Protane 
was as its chief engineer. In 1938 
he became its president, in 1951 
board chairman. 

In 1948 Protane was sold to 
Weatherhead Co. Six years later 
Mr. Strickler retired. Since then 
he has divided his time between 
Erie and Florida. 

In addition to his company posts, 
he has been a vice president of 
LPGA, a director, and chairman 
and member of several committees. 

Since Mr. Strickler was pre- 
vented by ill health from attending 
the convention, the awards were 
accepted in his behalf by Al Lutz, 
a former associate. 

These two awards are conferred 
on industry men for outstanding 
contributions to the development 
of L. P. gas technology and eco- 
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nomics. Thus far seven men have 
been so honored. 

The Seley Award is a gold medal 
and $1000 gift donated by Louis 
E. and Simon Seley of New York 
City. The Seleys are the former 
owners of Conservative Gas Corp., 
a gas marketing organization. The 
Seley Award has gone automati- 
cally to the man selected for the 
LPGA citation. 


Louis Abramson 
Gassers award 


H. K. Strickler 
LPGA, Seley award 


Abramson awarded Seley 
award by Ancient Gassers 


The Order of Ancient Gassers, 
the good time society of veterans 
of the L. P. gas industry, took 
time out from their annual frolic 
at the LPGA convention to confer 
an award and elect officers for 
the coming year. 

The Seley Fellowship Award 
and an inscribed gold watch went 
to Louis Abramson Jr., Petrolane 
Gas Co., New Orleans. His atten- 
dance at the frolic was prevented 
by illness, so delivery was made 
by J. Woodward Martin, outgoing 
chairman, en route to his home 
following the convention. 

The newly elected officers are 
Norman Evans, Pressed Steel Tank 
Co., chairman; H. Emerson 
Thomas, vice chairman; C. F. Dex- 
heimer, Shell Oil Co., reelected 
secretary; Harrison Goodwin, Bas- 
tian-Blessing Co., reelected trea- 
surer. 

Twenty one new gassers were 
inducted in a brief but riotous 
ritual. Adding to the formality 
of the occasion was the appear- 
ance of the officers in colorful 
capes, which added to the warmth 
induced by the early phases of the 
ritual. 


Minnesota short course 
awakens lively interest 


One of the most successful ser- 
vice schools conducted by the Min- 
nesota LPGA was held March 24- 
25 at the St. Paul campus of the 
University of Minnesota. It was 
the 10th annual service school of 


the association and was sponsored 
by the University of Minnesota In- 
stitute of Agriculture and the na- 
tional LPGA in addition to the 
state association. There were 115 
students in attendance. 

Among those who appeared as 
instructors and speakers at the 
three-day session were: A. J. 
Schwantes, head of the department 
of Agricultural Engineering, U. of 
Minnesota; John Burger, Educa- 
tional Service, General Mills Inc.: 
C. M. Stroup, Skelgas division, 
Skelly Oil Co.; Harold Selm, F. C. 
Hayer Co.; Porter Higbe, and Rob- 
ert Mohoney, Minneapolis-Honey- 
well Regulator Co.; and R. W. 
Schneider, Harper-Wyman Co. 

William L. Morgan, Ameri Vent 
division, American Metal Products 
Co.; D. E. Cochran, A. R. Wood 
Manufacturing Co.; Charles Via- 
tor, Products Service division, A. 
O. Smith Corp.; Frank Carpenter, 
United Petroleum Gas Co.; Art 
Meitzell, Selwyn- Pacific Co.; 
Michael Harenchar, Robertshaw- 
Fulton Controls Co.; and Paul W. 
Tucker, Phillips Petroleum Co. 

C. F. Butterworth, Acme Car- 
buretion; W. E. Tomlinson, Lake- 
shore Manufacturing Co.; Donald 
W. Hunt, Bryant-Whitesell Co.; 
Barnes O’Donnell, Johnson Gas Ap- 
pliance Co.; Dean Henry, Cribben 
& Sexton Co. and A. F. Bauer, Em- 
pire Stove Co. 

The basic course covered instal- 
lation procedures and tests, oven 
and water heater controls, ranges, 
carburetion, water heaters, vent- 
ing, public relations and service, 
safety, properties and characteris- 
tics of the fuel, and brooders and 
tank heaters. 

The advanced course provided in- 
struction on clothes dryers, space 
heating, tractor carburetion, con- 
trols, automatic top burner con- 
trols, safety, properties and char- 
acteristics, public relations, grain 
drying, venting and burner char- 
acteristics and care. 


Virginia fire marshals 
give fire demonstration 


The spring quarterly meeting of 
the Virginia state fire marshals 
was held this year on April 28-29 
at Virgina Beach. It was primarily 
a clinic on L. P. gas to acquaint 
state officials and others with more 
specific knowledge regarding the 
basic methods used in the handling 
of butane and propane. 

The Virginia LPGA was given a 
special invitation to cooperate by 
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Your association is doing good work. Do you want this known 
among your members and non-members? 


BUTANE-PROPANE NEWS is anxious to cooperate by publish- 
ing full reports of your meetings, pictures of new officers, details 


But you must send us the information immediately after every 
convention. It’s the best way for you and your association to get 
credit for your efforts, to build membership and help the LPG in- 


Delegate someone to do this job right! And right now! 








State Fire Marshal C. S. Mullen 
Jr., and R. A. Cassett, safety di- 
rector of the Virginia LP-Bottled 
Gas Association, was appointed by 
the association’s president, Dennis 
C. Earhart, to the chairmanship of 
the committee to accomplish the 
programing and implementation of 
the clinic. 

Men prominent in the L. P. gas 
industry, both locally and national- 
ly, were assigned subjects for dis- 
cussion, with the principal event 
being the live fire demonstration 
on the second day of the meeting. 

Those on the speaking program 
included: E. O. N. Williams, dis- 
trict director, LPGA; Dennis C. 
Earhart, president, Virginia LP- 
Bottled Gas Association; Walter 
Johnson, staff engineer, LPGA; 
Paul Tucker, Phillips Petroleum 
Co.; Walter Hoagland, Fisher Gov- 
ernor Co.; Bud Scott, Pyrofax Gas 
Corp.; Len Lemon, Bastian-Bless- 
ing Co.; Jess Ward, Selwyn-Pacific 
Co.; and Tucker Perkins, Bottled 
Gas Corp. of Va. ; 

It was announced that future 
clinics will be held periodically with 
the Virginia state fire marshals. 


Ohio group campaigns 
for larger membership 


An aggressive campaign is going 
on in Ohio for a larger member- 
ship in the state association, and 
this subject was emphasized at the 
1958 convention held in Columbus, 
March 23-25. Already 95 new mem- 
bers have been taken into the as- 
sociation as the result of current 
efforts. 

Roscoe Roeth, Roeth Appliances, 
Troy, as chairman of the promo- 
tions committee, announced com- 
pletion of plans for a contest to be 
staged among gas and appliance 
dealers and salesmen this year. 
Cash awards and plaques are to be 
given to winners, and competition 
will not end till next January 10. 

Under the leadership of Presi- 
dent Bill Jellison, the convention 
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entertained about 200 registered 
guests who listened to industry 
talks and visited the trade show 
displays. 

Among those who spoke were: 
Robert Ackerman, Robertshaw- 
I'ulton Controls Co.; James J. Kelly 
and R. A. Forester, Minneapolis- 
Honeywell Co.; Robert Bangham, 
executive secretary, Ohio Certified 
Public Accountants Society; W. H. 
Jacka, Phillips Petroleum Co.; Ted 
Semchuck, Harry O. Donnelly Sales 
Co.; Floyd E. Grabiel, Youngstown 
Propane Inc.; and Miss Shirley 
Pemberton, director of home eco- 
nomics for Robertshaw-Fulton. 


Expect record attendance 
for Tennessee convention 


A record attendance is expected 
for the Tennessee Liquefied Pe- 
troleum Gas Dealers convention, 
scheduled for July 13 to 15 at the 
Claridge Hotel, Memphis. 

Speakers will include the Honor- 
able Edmund Orgill, mayor of 
Memphis; John Grice, president 
of the Mississippi L. P. Gas Deal- 
ers Association; Richard Dorman, 
Bastian-Blessing Co.; Brick Brick- 
ell, Brickell Institute of Leader- 
ship Training; Dr. Robert Lee, 
pastor of the Bellevue Baptist 
Church, Memphis; and Chester 
Lauk, better known as Lum of 
Lum and Abner, and currently 
with the Continental Oil Co. 


Mississippi challenges 
others to equal record 


Members of the Mississippi L. P. 
Gas Association are elated at the 
report the membership committee 
made at the annual convention in 
Edgewater Park, Miss., on April 
13-15. This report showed that 
out of a total of 131 dealers in the 
state, 129 are now members of the 
association, giving a percentage of 
98.4. And it is believed that the 
100 per cent mark will be reached 


soon. Officers want to know if any 
other state association can match 
this! 

Registrants at the convention 
totaled 249, plus 25 or 30 more who 
attended but did not register. Ad- 
dresses were made by Roy Adams, 
Mississippi highway commissioner ; 
Dr. Kenneth McFarland, educa- 
tional director, American Trucking 
Associations Inc., and the Hon. 
Jeff Williams, lawyer and humor- 
ist of Chickasa, Okla. 


Jack Grundfest (left) receives the "Man 
of the Year Award" from John A. Grice, 
president of the Mississippi L. P. Gas Deal- 
ers Association. This award was a _ high- 
light of the convention and the highest 
honor that the association can bestow 
upon a member. 





A special event of the convention 
was the presentation of “the Man 
of the Year Award” for 1957 to 
Jack Grundfest, Cary, a past presi- 
dent of the Mississippi group, who 
is credited with having made the 
most valuable contribution to the 
betterment of the L. P. gas indus- 
try in Mississippi during the past 
year. 

A golf tournament, which pro- 
duced 11 trophy winners, with 
dealers being in the majority, 
“Friendship Hour,” and the 8th 
Annual Night of Enjoys, provided 
entertainment and a good time for 
those in attendance. 


Kansans meet for 13th 
time in convention 


Kansas again came through with 
a valuable program at its April 
convention for industry members 
in that state. It was the 13th an- 
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CHANGE TO TEXACO NOW...BE SURE OF DEPENDABLE 
SUPPLIES AND A SOLID FUTURE 


1960-8 BILLION 


1950-3.4 BILLION 


1965-9.5 BILLION 


The gallonage figures (above) of esti- 
mated consumption indicate there’s a 
big future in LP-Gas. Can you count 
on a dependable supply to meet the 
growing demand? 

You can be sure if you are a Texaco 
LP-Gas Distributor. Texaco is one of 
the largest producers, and has a new 


fleet of tank cars to insure fast, effi- 
cient delivery. 

A solid future is one of the advan- 
tages of being a Texaco Distributor. 
Proof: 683 distributors of Texaco 
products have been with us for 20 years 
or more—and many others for as long 
as 45 years. 





5 reasons why it pays to be 


. A product of highest quality. 


. Dependable and efficient delivery, in 
a new fleet of tank cars — from 25 
strategically located production 
areas. 

. Immediate acceptance. Texaco LP-Gas 


carries the nationally-known, famous 
trade-mark, Texaco. 





a TEXACO LP-Gas Distributor 


Some areas are still open for a sound and profitable 
business with Texaco LP-Gas. Let us tell you how. 


4. One of the largest producers of LP- 
Gas, The Texas Company is the only 
petroleum company to build up suc- 
cessful distribution of its products in 
all 48 states. 


. Profitable and proved sales policies. 
Texaco markets only through inde- 
pendent distributors. 
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TEAM YOUR NAME with 
profit ... faster! Call or write Texaco 
today ...The Texas Company, LPG 
Sales Division, P. O. Box 2420, Phil- 
tower Bldg., Tulsa, Okla., Dlamond 


Texaco and 


3-4101 — 3350 Wilshire Blvd., Los 
Angeles 5, Cal., DUnkirk 5-0515. 


TEXACO 


LP GAS 





James Wilson, left, outgoing president of 
the Western Liquid Gas Association, holds 
the Charter of Affiliation presented to the 
WLGA by the national LPGA and officially 
handed over by Sid Sidenfaden, president, 
Suburban Gas Service and past president 
of the LPGA. Scene was the ninth annual 
WLGA convention in Fresno, Calif. (A 
full story appeared in this section last 
month.) 





nual affair of such character and 
provided many entertainment fea- 
tures in addition to constructive 
talks on industry affairs. 

Among the speakers were: W. A. 
Schuette, Hausgas Inc.; R. H. 
Mahnke, LPGA; Chalmer Jaynes 
and C. M. Stroup, Skelgas division, 
Skelly Oil Co.; Cliff Titus, super- 
visor of management development, 
Beech Aircraft Corp.; Charles M. 
Corken, president, Corken’s Inc.; 
and Harris J. Helmer, Helmer As- 
sociates. 


Gasmen adopt slogan that 
nettles electric boys 


Del-Mar-Va Gas Association has 
adopted a new slogan for its bill- 
board publicity campaign this year. 
It reads: “Gas, Freedom From 
Power Failures.” This, it is be- 
lieved, will have special significance 
to residents of Delaware, Mary- 
land, and Virginia in the rural 
areas because during the past win- 
ter prolonged power failures were 
quite common, due to much bad 
weather, and all members agreed 
that this slogan will emphasize in 
the minds of readers what thou- 
sands found out to their dismay in 
past months. 

The approval of this slogan oc- 
curred at the semi-annual meeting 
of the association in Salisbury, 
Md., on April 24. Vice President, 
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IX. C. Burton Jr., presided. Leon- 
ard Lemon, sales engineer, the Bas- 
tian-Blessing Co., talked on “Safety 
is Up to You” and showed slides of 
gas installations that were made in 
violation of Pamphlet 58. 

A film on telephone courtesy was 
presented by the Chesapeake & 
Potomac Telephone Co., and a cock- 
tail hour and banquet completed 
the program. 

Two days after the convention 
many distributors went to Wilming- 
ton, Del., to attend a gathering of 
thousands of Boy Scouts who had 
in actual operation what they 
claimed was the largest frying pan 
in the world—and heated with 
L. P. gas. The pan was 10 ft in 
diameter and held 748 lb of cook- 
ing grease. Large L. P. gas burn- 
ers provided the heat necessary to 
cook more than 500 lb of chicken. 

A 250-gal. gas tank, newly 
painted and brightly stenciled, had 
been installed by the Schagrin Gas 
Co., Middletown, Del., and a sign 
was placed extolling the virtues of 
L. P. gas. 

Many thousands of people who 
had only heard of L. P. gas in a 


vague way saw a vivid display of 
this fuel in action, according to 
Milton Levinson of Schagrin. Also, 
most of them got a chance to taste 
the chicken. 


Wisconsin combines sales 
clinic with convention 

To provide practical sales sug- 
gestions and sales helps for the 
retail salesmen on range and water 
heater assignments, the April 1 
convention of the Wisconsin LPGA 
held a special sales clinic. The 
meeting took place in the Whiting 
Hotel at Stevens Point. 

The program director was How- 
ard D. Valentine, with Ted Car- 
row, Western Holly Co., making 
the range presentation and John 
Kelderhouse, LPGA, handling the 
water heater department. 

The meeting was presided over 
by Miles Barker, City Gas Service 
Inc., while Don Verhelst, secretary 
of the association, was program 
and convention chairman, 

As guest luncheon _ speaker, 
Harry Manzer spoke before the 
175 gasmen in attendance. 





CALENDAR 


Coming events 
in the Industry 


1958 


June 23-27—LP-Management Short 
Course—Georgia Institute of Tech- 
nology, Atlanta, Ga. 


June 25-27—Texas Butane Dealers’ As- 
sociation Annual Convention and 
Trade Show—Baker Hotel, Dallas, 
Texas. 


June 26-27—Minnesota LPGA Annual 
Convention—Grandview Lodge, Brain- 
erd, Minn. 


July 13-15—Tennessee L. P. Gas Dealers 
Annual Convention—Hotel Claridge, 
Memphis, Tenn. 


July 16-17—L. P. Gas Management 
School — University of California, 
Berkeley, Calif. 


July 20-22—Kentucky LPGA I 1th Annual 
Convention and Trade Show—Phoenix 
Hotel, Lexington, Ky. 


July 21-23—Oklahoma LPGA Manage- 
ment School—Oklahoma State Uni- 
versity, Stillwater, Okla. 


August 10-15—Florida LPGA L. P. Gas 
Conference—University of Florida, 
Gainesville, Fla. 


August |1-13—Oklahoma LPGA Service 
School—Oklahoma University, Nor 
man, Okla. 


August 14-15—New Mexico LPGA Con- 
vention—Hilton Hotel, Albuquerque. 


August 20—New York State LPGA Sum- 
mer Outing—Lake Shore Yacht and 
Country Club, Clay, N. Y. 


September 3-5—Oklahoma LPGA Car- 
buretion School—Oklahoma Stat 
University, Stillwater, Okla. 


September 5-6—Florida LPGA Annual 
Convention—The Golden Gate, Gold 
en Beach, Fla. (near Miami) 


September 9—Pennsylvania LPGA An- 
nual Convention—Penn Harris Hotel, 
Harrisburg, Pa. 


September 12-13—lowa LPGA Conven 
tion—The New Inn, Lake Okoboj 
Okoboji lowa., 


September 14-16—North Carolina LPGA 
—Washington Duke Hotel, Durham 
M.S. 


September .19-20 — Wisconsin LPGA 
Convention—Dellview Hotel, Wiscon 
sin Dells, Wisc. 


September 22-23—Virginia LP-Bottled 
Gas Association Convention—Hotel 
John Marshall, Richmond, Va. 


October 5-6—Oklahoma LPGA Conven- 
tion—Tulsa Hotel, Tulsa, Okla. 


October 13-15—American Gas Associa- 
tion 40th Annual Convention—Atlan- 
tic City, N. J. 


October 21-22—Mountain States District 
LPGA Convention and Trade Show— 
Antlers Hotel, Colorado Springs, Colo. 


All associations are invited to send in 
dates of their forthcoming meetings for 
this calendar. 
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... for hard to heat rooms 


SAFETY- SEALED 


AUTOMATIC 
GAS HEATING 


Dealers handling Stewart-Warner 
Saf-Aire Heaters never run out of money- 
making opportunities! Saf-Aire units can 
be installed so easily...with such com- 
plete safety...in so many places...and 
with such customer satisfaction, that 
they represent a substantial source of 
profits. 

The diagram shows the “Safety- 
Sealed”’ design of Saf-Aire Gas Heaters. 
Gas is burned in a ceramic lined steel 
chamber completely sealed from the 
room air being heated. Sealed vents 
through the wall supply outside air for 
combustion and discharge products of 
combustion directly outdoors. No stuffy, 
suffocating rooms. 

Saf-Aire is safe under all conditions of 
use...approved for bedroom installation. 
Its many exclusive features have been 
tested and proved in over 12 years oper- 
ation in the field. 


Write today for information on how to 
obtain a Saf-Aire dealership. 
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... for motels ... for bathrooms 


THE PROFITABLE soLutioN TO DOZENS OF HEATING PROBLEMS 


HEATED 
—~ ROOM 
AIR 


OUTSIDE 
AIR FOR 
COMBUSTION } 





EXTENDS ONLY 5%” INTO ROOM 
Saf-Aire is really a space-saver—slim, trim and 
handsomely finished in a neutral color. 





Symbol of 
HEATING AND AIR CONDITIONING 


DIVISION 


STEWART-WARNER 


Excellence} | CORPORATION 





DEPT. AT-78, LEBANON, INDIANA 





Uregas starts 
$175,000 project 


Ground was broken recently for 
the construction of a district plant 
office and warehouse building for 
Uregas Service Inc., it was an- 
nounced by Kenneth H. Dickson, 
vice president and general man- 
ager. 

The estimated $175,000 project, 
located in Moberly, Mo., is being 
built “to serve our customers and 
dealers with greater efficiency and 
with firm confidence in the future 
of business and our country,” ac- 
cording to Mr. Dickson. 

The plant and offices will be lo- 
cated on an eight-acre tract. Plans 
involve a 60 x 160 ft warehouse 
building with some 9600 sq ft of 
floor space and the district plant 
office and testing laboratory, 60 x 
60, with 3930 sq ft of floor space. 

Facilities will include two 30,000 
gal. storage tanks, a 50 x 60 ft 
cylinder filling plant of latest de- 
sign, a modern paint spray booth 
and related equipment in addition 
to the testing laboratory, meeting 
and display rooms. 

Delbert Reynolds, general oper- 
ations manager of all the Uregas 
companies, will be located at the 
new plant. The Uregas general of- 
fice will remain at 12114 N. Fifth 
St., it was explained. 


Canadian firm buys 
American company 


Allan A. Rowan-Legg, president 
of Superior Propane Ltd., has an- 
nounced the acquisition of Liqui- 
gas—the largest propane gas dis- 
tributor in Quebec. Liquigas is a 
U. S. company formerly owned by 
Safety Industries Inc., New Haven, 
Conn. 

This development puts Superior 
Propane in the position of distrib- 
uting propane from the Head of 
the Lakes to the St. Lawrence Sea- 
way. The purchase of the Liquigas 
company is part of Superior’s 
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projected expansion program. In- 
cluded in the transaction is a fleet 
of truck cargo liners and railway 
tank cars to increase Superior’s 
present fleet. 

Since its inception in 1951, Su- 
perior Propane Ltd. has grown to 
be the largest distributor in east- 
ern Canada presently marketing 
approximately 14 million gal. of 
propane annually. 

Mr. Rowan-Legg does not plan 
any change in personnel or in com- 
pany marketing policies with re- 
gard to distributors now delivering 
gas and servicing propane custom- 
ers throughout Quebec. 


Petrolane '57 sales up 
11%, earnings up 13% 


An increase in sales of 11 per 
cent and an increase in net income 
of 13 per cent highlight the 1957 
operations of Petrolane Gas Ser- 
vice Inc., Signal Hill, Calif. 

Sales and other revenue totaled 
$9.7 million in 1957 as compared 
with $8.7 million the year before. 
Net income after taxes, minority 
interests, and goodwill are taken 
off came to $760,037 as against 
$673,232 in 1956. 

Petrolane meters range up 61,- 
182,043 gal. of LPG sold during 
the year. A total of 57,209,411 gal. 
was pumped into customer tanks 
in 1956. The company served 48,- 
600 customers in 10 western states 
through 82 plants in 1957. This is 
an average of 1259 gal. per cus- 
tomer. 

The employee and consignee 
ranks swelled to 404, up 29 from 
the previous year. Fifty new stock- 
holders were added, bringing the 
total to 755, but total shares of 
stock remained the same. Earnings 
per share came to $1.47 compared 
to $1.30 the year before. 

Ten plants and 6000 new cus- 
tomers were added during the 
summer and latter part of 1957. 
This resulted from purchase of 
five LPG companies in Washing- 


ton, Oregon, Montana, Utah, and 
Wyoming. In addition, Petrolane 
established a plant in Idaho and 
a consignee operation was estab- 
lished in North Dakota. This en- 
tire expansion was financed inter- 
nally from the company’s own 
funds. 

“The long-range business out- 
look is extremely good,” according 
to Petrolane President Rudy J. 
Munzer, newly elected third vice- 
president of the LPGA. “New ap- 
plications of L. P. gas are con- 
stantly being explored and subse- 
quent years will reflect the full 
benefit of the planning, program- 
ming, and effort aimed at these 
markets,” he continued. 

“Management also anticipates 
further improvement in sales and 
earnings, resulting from increased 
capacity through current and fu- 
ture expansion programs and in- 
tensive sales and service promo- 
tional efforts,” Mr. Munzer con- 
cluded. 


Signal and Great American 
buy L. P. gas companies 


A group headed by Signal Oil 
& Gas Co. and The Great American 
Oil Co. has purchased Bemidji 
Bottlegas Co. and the Solar Gas 
Companies, it is announced by R. 
W. Heath, vice president in charge 
of Signal’s gas department. 

A new company, Solar Gas Inc., 
has been formed to operate the 
combination of companies that have 
been distributing L. P. gas in 
northwestern Minnesota and east- 
ern North Dakota for the past 20 
years. 

Kenneth C. Layton has_ been 
elected president and general man- 
ager of the new company, and will 
continue to make his headquarters 
in Bemidji, Minn. He is widely 
known in the area as a L. P. gas 
distributor, having served as vice 
president of the Solar Gas Co. 
for several years. 


General Gas reports 
gains in first quarter 


General Gas Corp. reports mod- 
est increases in both gross sales 
and net earnings for the first 
quarter of 1958 over the same 
period last year. 

Hal S. Phillips, president of the 
Baton Rouge, La., firm, told share- 
holders that “gross sales during 
the first quarter of the current 
year totaled $8,224,447 compared 
to $7,955,320 during the first three 
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POWELL 


worlds largest family of valves 


Fig. 86196--Steel Horizontal Lift Check Valve. Fig. 8150—Bronze L.P.G. Fig. 8158—Bronze L.P.G. 
Screwed cap, stainless steel spring guided disc Globe Valve, Union Horizontal Lift Check Valve. 
holder, and renewable screwed-in seat rings. Bonnet, integral seat. Screwed cap; integral seat. 


ree 


Fig. 86191— Steel L.P.G. Angie Fig. 86190—Steel L.P.G. Globe Fig. 8151—Bronze L.P.G. 
Valve. Union bonnet, screwed- Valve. Union bonnet, screwed-in Angle Valve. Union 
in nickel bronze seat rings. nickel bronze seat rings. bonnet, integral seat. 


Powell L.P.G. Valves are fitted with a special composition 
dise and are rated 400 W.0.G. Bronze Globe and Angle 
Valves are also available with screwed-in nickel 
bronze seat rings. All valves are-listed 
by Underwriters’ Laboratories, Inc. 


FOR EVERY FLOW CONTROL PROBLEM Powell offers more kinds or types of valves, 
available in the largest variety of metals and alloys, to handle every flow control requirement. 
Your local valve distributor will be glad to tell you all about them. Or write to us for the full facts. 
THE WM. POWELL Company ° Dependable Valves Since 1846 + Cincinnati 22, Ohio 
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An L. P. gas mobile kitchen unit parked outside of RCA Exhibition Hall in New York City 
where more than 100 students representing 12 different nations served breakfast to Dave 
Garroway of Today Show during the show telecast. United Petroleum Gas Co. equipped 
the International Student Cavalcade from the University of Minnesota, which visited six 
eastern cities, with the L. P. gas kitchen. The Garroway participation was arranged by the 


National LP-Gas Council. 





months of 1957. Earnings before 
taxes for the quarter ending 
March 31, 1958, amounted to $598,- 
344 and net earnings after taxes 
were $259,144. These figures com- 
pare with $508,863 and $253,863, 
respectively, for the comparable 
period a year ago.” 

Sales of L. P. gas during the 
first quarter this year totaled 28,- 
950,009 gal., a 28.7 per cent in- 
crease over the 22,492,319 gal. of 
L. P. gas marketed during the first 
three months of 1957. 


Safe handling of gas 
covered in AWS standard 


The American Welding Society’s 
Safety in Welding and Cutting is 
a complete revision of the AWS- 
ASA Z49 standard wherein the en- 
tire field is covered in great detail. 

Considerable space is devoted to 
the safe handling of fuel gas and 
oxygen cylinders. Certain provi- 
sions are mandatory, others are 
recommended as good practice and 
some, which have been _ tested 
by a nationally recognized testing 
agency, are regarded as acceptable. 

This standard may be obtained 
from the American Welding So- 
ciety, 33 W. 39th St., New York 18, 
N. Y., at $2.00 per copy. 


Five sports cars won 
in sales contest 


Retail gas range salesmen from 
five states won top awards in a 
nation-wide search for new retail 
sales ideas, conducted by Robert- 
shaw Thermostat division, Robert- 
shaw-Fulton Controls Co. 

Hundreds of appliance salesmen 
and saleswomen from 36 states par- 
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ticipated. The five winners drove 
off with prizes of 1958-model 
American-made sports cars for 
new ways of demonstrating the 
“thermal eye,” a top burner con- 
trol. 

Winners are: John Hyde, Rens- 
selaer, N. Y., first prize, who se- 
lected a Ford Thunderbird, John 
B. Stegner, Brookville, Ind., who 
chose a Plymouth Fury as second 
prize; Louis Litton, Joplin, Mo., 
who won a Chevrolet Corvette; 
Joseph E. Weisman, Pittsburgh, 
who chose a Nash Rambler station 
wagon, and Robert C. White, Co- 
lumbus, Ohio, who received a 
Studebaker Golden Hawk. 

Several months ago the company 
sponsored a similar contest for 
home economists. Top prize of a 
new Chevrolet convertible was won 
by Helen Yalch, home service direc- 
tor for Oklahoma Natural Gas Co. 
There were ten other awards. 

Award-winning demonstrations 
from both contests are being pub- 
lished in a single booklet that will 
be offered free to sales people by 
Robertshaw. 


New L. P. gas station 
directory available 


The 1958 edition of the “LP-Gas 
Motor Fuel Station Directory” is 
now available from the LPGA. It 
contains over 4000 listings cover- 
ing service stations and _ bulk 
plants that are presently serving 
the billion gallon motor fuel 
market. 

Each of the 4000 listings are 
detailed as to name, address or 
location, hours of operation, phone, 
dispensing facilities, product, and 
additional services. The directory 


covers all 48 states, Canada and 
Mexico and is arranged alphabeti- 
cally by states. 

Prepared by the Market Re- 
search Committee of LPGA as a 
service to the users and dispensers 
of L. P. gas, the guide is available 
from the LPGA, 11 S. La Salle 
St., Chicago 3, for $1.00 per single 
copy. Write for information con- 
cerning quantity discounts. 


Eleven manufacturers 
receive GAMA awards 


Eleven leaders of the gas appli- 
ance industry were honored by the 
Gas Appliance Manufacturers As- 
sociation during its annual meeting 
held at the Greenbrier, White Sul- 
phur Springs, W. Va. 

Recipients of the GAMA meri- 
torious service awards were Ches- 
ter E. Blome, Meltalbestos division, 
William Wallace Co.; T. D. Brom- 
ley, Dura-Vent Corp; Keith T. 
Davis, Carrier Corp.; Julius Klein, 
Caloric Appliance Corp.; Walter 
Lee, Major Controls Co.; Norman 
Millard, Phileo Corp.; Frank J. 
Nunlist, Mueller Climatrol division, 
Worthington Corp.; R. B. Robin- 
son, Whirlpool Corp.; Robert I. 
Warnecke, Roberts-Gordon Appli- 
ance Corp.; Harley Weatherly, 
Chattanooga Royal Co.; and Don 
Winegardner, the Majestic Co. 

Mr. Klein was honored for his 
leadership of the association as 
president during the 1956-1957 as- 
sociation year. The others were 
cited for outstanding service as 
chairmen of product division or of 
key industry committees. 


Unified effort brings 
newspaper correction 


Last March, the York (Pa.) 
Gazette & Daily carried a story 
reporting the death of a local area 
man was caused by a leak from a 
refrigerator using bottled gas. In- 
vestigation of the matter disclosed 
that the Deputy Coroner who was 
called affixed on the deceased’s 
death certificate the immediate 
cause of death as “propane gas 
exposure.” 

On April 8, 1958, the Gazette & 
Daily carried a story “New Cause 
Listed in County Death.” This was 
brought about by a letter from the 
County Coroner to the editor of the 
paper, informing the editor that 
the Coroner, after careful investi- 
gation and study of the matter, was 
ruling that the death of William 
Henry Swift was caused by a kid- 
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Greatest sales potential in years! 


— 


TEMCO’S sensationally new é 


PERIM-AIR-PAC* fia 


*Low-priced, ‘ 
factory-complete 

gas forced-air 

kit, including > 
ducts and NX 
accessories! Blankets Ww 
walls with warm, ~ 
filtered air! Installs in 
only one day! Works 
perfectly and economically 
on L.P. gas!** 


Break thru your sales barrier 
with this revolutionary advance in 
Temco engineering! 


Based on practical research and time-tested methods, Temco brings 
to you the distinctively different perimeter system .. . a superior 
method of heating that affords a thick blanket of warm air for 
outer walls! Your customer benefits two ways: 


(A) Temco's Perim-Air-Pac reduces the percentage of heat loss, 
and thus, cuts operational expense. 


(B) By placing warm air diffusers near outside walls, -Temco's 
Perim-Air-Pac assures your customer of even, healthful heat, 
at all times, throughout the house. 


It’s easy ... with so many sales- 
compelling features! 


Perim-Air-Pac is a complete, factory-inspected kit that provides 
everything needed for installation: 


1. Furnace, in a choice of three sizes, with BTU input ranging 
from 80,000 to 120,000. 


2. Warm air and return air plenums, all ducts and elbows. 

3. Floor registers, controls and clean air filter. 
Everything you need in one kit, packaged for easy handling, and 
convenient, one-day installation—with no costly labor charges! 
Famous Minneapolis-Honeywell controls to insure safe, automatic 


TEMCO, Talos 


NASHVILLE 9, TENNESSEE 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS * FLOOR FURNACES © WALL HEATERS © UNIT HEATERS 
WARM AIR FURNACES © AIR CONDITIONING © GAS WATER HEATERS 
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operation. The Perim-Air-Pac can be easily and economically 
adapted to air conditioning 


It’s profitable ... with so many 
sales outlets! 


You can boost your volume sales in every market with the Temco 
Perim-Air-Pac! In rural and urban areas alike, Temco's sensational 
Perim-Air-Pac is ideally suited for basements, crawl space or attic. 
And, as a special plus to your sales, Perim-Air-Pac may be used to 
replace a present floor furnace by simply using the grill for a re- 
turn air register. 


It’s a cinch to convert more L.P. users! 


Perim-Air-Pac is the sales ammunition you need to reach new, un- 
tapped morkets, where more customers will readily accept your 
sales story for L.P. gas! Temco’s Perim-Air-Pac will help you to 
greater sales in competitive markets, too! By introducing this revo- 
lutionary new heating system, you have opportunity to explain the 
superiority of L.P. gas—and how efficiently and economically it 
works with the installation of the Temco Perim-Air-Pac. 


** Operates equally well on natural and manufactured gas. 


Mail this coupon today! 


TEMCO, Inc. Nashville 9, Tennessee 


Tell me more about Perim-Air-Pac. 


Name 





Firm Name 





Address 











City Zone___ State 
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— em ae 
DELTA. coLo. 


Piece icc 


Made by Delta Tank Manufacturing Co. 
Inc., this 10,562 gal. capacity trailer trans- 
port was built for Domestic Propane Co. 
of Salt Lake City through Trailmobile Inc. 
The 22,120-lb. Delta trailer measures 45!/2 
ft long, has an outside diameter of 7834 
in. and is pulled by a Kenworth Sleeper 
Tractor powered by a 360 hp Hall-Scott 
engine. 





ney illness and mild high blood 
pressure, and not by propane ex- 
posure. A new death certificate has 
been issued. 

Also, the Coroner requested in 
his letter to the editor that he 
make note of this ruling in his 
paper so as to rectify any misunder- 
standings and to allay any fears 
which the public might have con- 
cerning the use of propane. When 
the second article appeared, it car- 
ried a direct quote from Coroner 
Thomas Hart, “that it would be 
extremely difficult for a man to 
die of propane gas poisoning inas- 
much as the gas is not considered 
to be very toxic.” 

The facts in this case were 
brought to the attention of the Cor- 
oner, other public officials and the 
editor immediately after the inci- 
dent by Ross Markline, Super- 
Therm Gas Inc., White Hall, Md. 
However, because of the weighti- 
ness of the facts and that the in- 
cident and cause had been docu- 
mented, it took almost a month to 
accomplish satisfactory results. 


This has been a good example 
of unified L. P. gas industry effort. 
Harry C. Busser, Harry C. Busser 
Inc., York Haven, Pa., assisted in 
no small measure with this problem. 
The East-Central district LPGA 
Secretary, M. E. Brown, served 
as the liaison between the industry 
and the Coroner’s office, supplying 
the Coroner with reference material 
and data source information. 

The original news story appeared 
in other area newspapers and the 


60 


ANE CO. 


NORWOOD. CoLo. 


Coroner sent letters to the editors 
of these papers, informing them 
of his findings. A number of the 
editors have cooperated and pub- 
lished the findings and the ruling 
of the York County Coroner. 


Council starts “lick the 
recession" campaign 


Using the tools of publicity and 
advertising the L. P. gas industry 
has solicited support for a “lick 
the recession” program from all 
of the nation’s weekly newspapers 
and small town dailies. 

The National LP-Gas Council 
announced the campaign in a full- 
page ad in the May 38 issue of Pub- 
lishers’ Auxiliary, trade paper for 
weekly newspaper editors. The ad 
includes eight cartoons entitled, 
“The Changing Scene,’ and two 
suggested editorials for newspaper 
use. 

The cartoon series dramatizes the 
contribution American manufactur- 
ers have made to modern home life. 

Mats for the cartoons have been 
mailed to 10,000 newspapers. A 
proof of the page has also been 
sent to 6000 other industry groups 
and ad agencies with a covering 
letter suggesting that they conduct 
similar programs. 


Eighteen Uregas men 
complete factory tour 


Eighteen of the Uregas person- 
nel, including nine wholesale terri- 
tory representatives, three retail 
salesmen, and several general office 
personnel, recently completed a 
week’s tour of some of the com- 
pany’s suppliers’ factories. 

The trip was made by chartered 
bus starting from Moberly, Mo., 
and the first stop was Murray, Ky. 
At Murray the group visited the 
Tappan Stove Co.’s factory. The 
second stop was at Nashville, Tenn., 


where the factory visited was 
Temco Inc. The third stop was 
Chattanooga, Tenn., for a visit to 
the M. M. Hedges Manufacturing 
Co.’s plant. The fourth and last 
stop was at Cleveland, Tenn., where 
the Hardwick Stove Co.’s plant was 
toured. 

At the Tappan factory the group 
was welcomed by Richard Tappan, 
vice president and Tom Webster, 
manager of LPG sales. At Temco 
they were welcomed by F. Donald 
Hart, president and Cecil Oakley, 
sales manager, as well as other 
officials of the company. Fred Hol- 
brook, vice president in charge of 
sales, and Tom Mastins, vice presi- 
dent were on hand at M. M. Hedges. 
At Hardwick, Reeves Brown, vice 
president, Hayes Davis, sales man- 
ager, and Bill Johnson, sales pro- 
motion manager greeted them. 


New sales aids available 
to Council members 


Two new sales aids have been 
prepared by the National LP-Gas 
Council for its members. 

The first is a revised edition of 
the Council’s consumer booklet 
entitled “LP-Gas— Facts About 
America’s Most Modern Fuel.” It 
tells prospects and customers that 
L. P. gas is America’s most mod- 
ern fuel for cooking, heating, 
water heating, clothes drying, in- 
cineration, and refrigeration. All 
important farm applications are 
covered, too. 

The second Promotion Planner 
for 1958 shows dealers when vari- 
ous L. P. gas applications are to 
be advertised by the Council in 
national, state, and regional farm 
magazines. It also urges dealers to 
tie-in with the five Mutual news- 
casts sponsored by the Council 
each week. 


Phillips & Buttorff starts 
floor financing plan 


According to H. M. Doak, vice 
president in charge of sales of 
Phillips & Buttorff Corp., the com- 
pany has made available a floor 
financing plan which makes it pos- 
sible for Enterprise range dealers 
to finance ranges through Phillips 
& Buttorff, Enterprise manufac- 
turer. 

Any accredited Enterprise deal- 
er is eligible for the plan. After 
credit approval, the dealer is 
shipped his stock of ranges with no 
down payment required. There are 
no charges for the first 90 days of 
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UNIT HEATER 


Want to direct the warm air straight down . . . sideways . . . even 
backward, as well as frontward? Install new Humphrey Multi- 
Directional Unit Heaters and you can set up any pattern of heat 
flow you want, right on the job at the time of installation! New 
top-mounted fan blows straight down. New interchangeable and 
optional louvers with adjustable pitch permit any desired combi- 
nation of front, bottom, or side openings. Eleven sizes — 60,000 
to 270,000 btu. Write for new catalog bulletin and Application 
Handbook. 


GENERAL GAS LIGHT COMPANY 
KALAMAZOO, MICHIGAN 
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MOST ADAPTABLE UNIT HEATER EVER DESIGNED 
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FRONT FRONT AND BOTTOM SIDES AND SIDES AND 
DISCHARGE BOTTOM DISCHARGE BOTTOM FRONT 
DISCHARGE DISCHARGE DISCHARGE 
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any kind. From 90 to 180 days 
there is a nominal charge of % of 
1 per cent per month on the re- 
maining unsold stock, provided 
each month at least 10 per cent of 
the outstanding balance has been 
iquidated. 

Each range sold under the plan 
also accumulates advertising allow- 
ance to be used in accordance with 
the established Enterprise Cooper- 
ative Advertising Plan. The co- 
operative advertising allowance 
provides a fund, based on sales, ac- 
cumulated to the dealer’s credit. 


When the dealer submits properly 
documented evidence of local ad- 
vertising to Phillips & Buttorff, the 
company will pay 50 per cent of the 
costs up to the amount of adver- 
tising allowance credited to the 
dealer. 


Dallas fire inspectors 
complete L. P. gas school 
A three day school designed to 
acquaint Dallas fire inspectors with 
safety rules and regulations con- 
cerning L. P. gas has recently been 
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COOL CABINET 


SPACE-SAVER GAS HEATER 


Juad “Space-Saver” 
Pp 


delivers more heat from a 


smaller package. Unit measuring only 28 by 24 by 10 
inches rated at 37,500 BTU’s. Patented Vitaray 


burner makes this possible.. 


. carries input rating 


20 to 25% higher than ordinary drilled-port burners, 
No air adjustments to get out of order. Perfect 


Quad Inc., Columbus 1, Ohio 


combustion at all flame levels. Burners 
easily cleaned without removing. 
Cool-Cabinet stays cool to the touch. 
Rich mahogany baked enamel finish. 


More features ... easier to sell. 


Three sizes: 
20,000 BTU — 19”x24"x10" 
27,500 BTU — 22”x24"x10"” 
37,500 BTU — 28”x24"x10" 


my WW 


7 Please send literature and prices on Quad’s new Space-Saver line. 
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completed, according to Chief Guy 
Harbert, fire marshal of Dallas Fire 
Department. Approximately 30 men 
participated in the event. 

Frank E. Harvick, director of the 
L. P. gas division of the Railroad 
Commission of Texas, conducted 
the classroom lecture series. 

The school was climaxed with 
a field trip to Trinity Steel 
Co.’s manufacturing plant. A tour 
through the plant was headed by 
Bill Peacock, chief engineer. 

Fire Marshal Harbert called for 
this school as the result of the 
rapid local growth in LPG use. 


New corporation buys 
Quad Stove of Commons 


Purchase of 
the Quad Stove 
Manufacturing 
Co., Columbus, 
Ohio, by Quad 
Inc., a new cor- 
poration, has 
been announced 
by Myles Beeler, 
president of the 
new manage- 
ment. 

The company 
manufactures a complete line of 
finished gas heaters. 

In announcing the new owner- 
ship, Mr. Beeler states that no ma- 
jor change in product design is 
anticipated at this time; however, 
new products and additions to the 
line may be expected. 

Edward P. Hall, of East Canton, 
Ohio, secretary -treasurer, is in 
charge of production. 

Plant facilities have been mod- 
ernized and enlarged by Mr. Hall, 
with over 40,000 sq ft now in use 
producing the complete line of 
Quad heaters for 1958. 

Plant and offices of the new cor- 
poration will remain at 78 E. First 
Ave., Columbus, Ohio. 


Myles Beeler 
President 


Jim Wilson is general 
manager for Cal-Gas 

Jim Wilson, past president of the 
Western Liquid Gas Association 
and former co-owner-manager of 
the Butane Gas Co. of Altaville and 
San Andreas, Calif., has been ap- 
pointed vice president and general 
manager of Cal-Gas Equipment 
Corp. The announcement was made 
by F. M. Rowles, president of Cal- 
Gas. Mr. Rowles also announced 
that Howard Edwards will remain 
as assistant manager. 

Mr. Wilson has had 12 years of 
retail experience in the L. P. gas 
business and is well qualified to 
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STORAGE: 
LTrERANSPOoORTTs 


It takes year around buying for those extra profits on your winter 
gas sales. Take stock of your needs...then call Master for ary 
prices and delivery on storage tanks and transports. 
We're building them and selling them from Quincy and Dallas. 
Write, telephone or wire the nearest Master plant. 
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STORAGE ON ALL 
SIZES TO 70,000 
GALLONS 


Many sizes completed and 
available for immediate ship- 
ment. Other sizes under con- 
struction for delivery in the 
near future. 


STEP-DOWN AND 
BLIMPS IN LIGHT- 
WEIGHT T-1 STEEL 


New T-1 steel cuts deadweight 
to a minimum. More payload 
and extra profits on every trip. 


Order your storage and transports from 
the Master plant nearest you. 
Shipments made by truck, railroad 

or low cost river barge. 


MASTERPIECES OF 
STEEL FABRICATION 


2000 S. Front St. Getnis ‘IMlineis e BAldwin 3-5014 
P. O. Box 5146 Dalias, Texas e Riverside 7-2441 
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TANK TRUCKS STORAGE DOMESTIC FILLING STATIONS FARM CARTS REFINERY LINE PIPE 
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head the Cal-Gas organization, a 
wholesale distributor of LPG 
tanks, fittings, pumps, appliances, 

d delivery vehicles in California, 
Oregon, and Nevada. 


"Buy it now" campaign 
endorsed by AHLMA 


The American Home Laundry 
Manufacturers’ Association recently 
ignited an appliance industry “Buy 
It Now” sales campaign. 

A resolution to form distribu- 
tor action committees locally was 
adopted by the association, whose 
18 members produce nearly 100 per 


cent of all home laundry appliances 
and the bulk of all other major 
white goods appliances. 

Members will use individual pro- 
motions and slogans, all under the 
“umbrella” theme that a purchase 
now is an investment in the future 
for everyone. A purchase of an 
automatic washer supports a worker 
for 10 days, it was pointed out. 


NEWS NOTES 


Masda Corp., Newark, N. J., has 
been appointed a distributor of 
Ruud residential and commercial 








FOR FAST, 
DEPENDABLE SERVICE 
ON BUTANE-PROPANE 

THE YEAR ROUND 


Backed by ability and experience in all phases of 
procurement and marketing of the LP-Gas industry. 
Beacon offers you the finest product available and 
consistent year ‘round service. 


BUTANE e@ PROPANE 
Natural Gasoline — Refined Products 


é 
— BEACON 


PETROLEUM COMPANY 


P. ©. BOX 2100 @ PHONE LUther 5-5553 @ TULSA, OKLA. 





gas water heaters in northern New 
Jersey. The Masda firm is located 
at 355 Frelinghuysen Ave. and 
headed by Jean R. and George R. 
Darche, and Carl F. Maschmeyer. 


Superior Valve & Fittings Co., 
Pittsburgh, marked its 20th anni- 
versary recently at an employees 
luncheon at the South Hills Country 
Club. W. A. Siegfried, president, 
traced the progress of the company 
in a short address. 


Shipments of gas-fired recessed 
wall heaters totaled 72,600 in the 
first quarter, a GAMA survey 
shows, as against 63,100 for the 
same period a year earlier, a 15 
per cent gain. In March the in- 
crease was nearly 35 per cent. 


Eastern Propane Co., announces 
the purchase of the gas business of 
Williamstown Gas Co., Lykens, Pa. 
For the present local headquarters 
will continue to be at the Lykens 
plant. Thomas Flynn will be in 
charge of operations. 


Appointment of Gough Indus- 
tries as franchised stocking dis- 
tributor of the Gaffers & Sattler 
gas range line for the state of 
Arizona is announced. The new 
distribution arrangement will be 
supervised by William Noble, 
Gough’s Phoenix branch manager. 


Petrolane’s first quarter total 
sales and other revenues was $2,- 
849,699. an increase of 3.6 per cent 
over the $2,751,170 for the corre- 
sponding three-month period of the 
previous year. Net income of $284,- 
368 reflects an increase of slightly 
less than 6 per cent over the $270,- 
191 in 1957 and earnings per share 
of 55 cents also increased in excess 
of 5 per cent over the 52 cents in 
the first quarter of 1957. 


Manufacturers’ shipments of gas 
ranges in the first quarter were 
15.8 per cent below those for that 
period in 1957, despite a gain for 
gas built-ins, GAMA announces. 
Edward R. Martin, director of 
marketing and_ statistics, listed 
412,900 shipped in the three-month 
period, as against 490,600 in the 
same quarter last year. Free- 
standing ranges were down 17.5 
per cent, while built-ins were up 
2.4 per cent. 


It is better to give than to lend, and it 
costs about the same! 


An optomist is a fellow who is always talk- 
ing about what a fool he used to be. 
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We want to help you build a bigger, more profitable and financially sound LP-Gas business. 
That is why we want to say yes with a Beaird “Profit Planned” financing program tailored 
to fit your business needs. 


Beaird “Profit Plan” financing lets you meet the added financial demands of 
a metered gas program... gives you the extra cash needed to offset increased 
competition .. . lets you start an LP-Gas System leasing program right now . 
enables you to build adequate storage . .. buys a new money saving “Payliner™ 
trailer transport or puts in a profit making LP-Gas filling station. 


Take a good hard look today at your business and its future needs... then 
assure its success with a Beaird “Profit Plan” financing program. 


You can pick the plan and financing company you want with a Beaird 
“Profit Plan”. 


- 
1 
\ 
| 
' 
| 
' 
' 
' 
\ 
1 
! 


Give Beaird the opportunity to say yes... 
PHOENIX _ ... write or call today! 
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THE J. B. BEAIRD COMPANY, INC. 
A Subsidiary of American Machine & Foundry Compa 

Shreveport, Louisiana Clinton, lowa Stockton, California 

BEAIRD INTERNATIONAL, INC. 

SHREVEPORT, LOUISIANA 


Sales Offices: Calgary, Alberta, Canada — Caracas, Venezuela 
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You can Pro i Plan Finance 


all Beaird equipment 
en SES. 


Beaird will help design effective “Metered Gas” pro- 
grams on long term financing. Customer lease or time 
payment programs are also available. Up to five full 
years to pay. 


Beaird will put in needed storage tanks or storage plants 
ready-to-operate with pumps, compressors, truck and 
rail risers, and all necessary equipment. And it can all 
be financed on long terms with a Beaird “Profit Plan” 
From one to five years to pay. 


Beaird packaged filling stations can be installed now to 
help increase summer sales. Both truck stop highway 
locations and commercial and industrial stations can be 
financed with a Beaird “Profit Plan”. Up to five full 
years to pay. 


Beaird transports in new high tensile T-1 or A202-B 
steels can be added now to save you on transportation 
ALBOCGAS co. ey as 
eo costs. You can pay for them while they make you 

money with a long term Beaird “Profit Plan”. Up to 
three full years to pay. 


Start a Beaird “Profit Plan” right now. Call your Beaird representative or write any Beaird plant today... 
for a “Profit Plan” tailored to fit your business future. 


THE J. B. BEAIRD COMPANY, INC. 


A Subsidiary of American Machine & Foundry Company 


Shreveport, Louisiana Clinton, lowa Stockton, California another @® product 


BEAIRD INTERNATIONAL, INC. 
SHREVEPORT, LOUISIANA LP-GAS & NH-3 EQUIPMENT 
Sales Offices: Calgary, Alberta, Canada — Caracas, Venezuela 





Sloan elevated to president 
of Crouse-Hinds Co. 


Robert J. Sloan has been elected 
president of Crouse-Hinds Co., 
Syracuse, N. Y. He succeeds J. 
R. Tuttle who continues as chair- 
man of the board. 

At the same time, election of 
Raymond W. Cummings to the 
position of secretary was an- 
nounced. 

Mr. Sloan began his career with 
the company in 1923 while a stu- 
dent at Cornell University. In 
1951, he was elected secretary 
and a director. In 1956, he became 
executive vice president. 


Leslie W. Algar heads 
Sid Harvey of Conn., Inc. 


Leslie W. Algar was elected 
president of Sid Harvey of Conn. 
Inc., at the annual meeting of the 
board of directors recently. Offi- 
cers reelected at this meeting were 
Sid Harvey, chairman of the 
board, Stephen R. Harvey, vice 
president and treasurer and Law- 
rence Harvey, secretary. 

Mr. Algar started with Sid Har- 
vey in November 1945 as salesman 
and later sales manager. He was 
sent to Bridgeport, Conn., the 
company’s headquarters store, in 
August 1955 as vice president and 
general manager. 


Hauck announces election 
of three new officers 


Hauck Manufacturing Co. an- 
nounces the election of the follow- 
ing new officers: Mrs. M. E. C. 
Gerdes, chairman of the company; 
Thomas C. Petty, president; and 
William H. Oler, vice president. 

Mrs. Gerdes has been president 
of Hauck since 1948. 

Mr. Petty has served the com- 
pany as plant manager, sales man- 
ager and executive vice president. 

Mr. Oler has been western re- 
gional sales manager and general 
sales manager of the industrial 
division. 


Brooker is Whirlpool's prexy; 
Gray is chairman of the board 
The board of directors of Whirl- 
pool Corp. recently elevated Elisha 
Gray II, president of that corpor- 
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ation, to the position of chairman 
of the board. In this position Mr. 
Gray continues as chief executive 
officer of the company. 

Robert E. Brooker, vice presi- 
dent of Sears, Roebuck & Co. was 
elected president of the company. 
Charles H. Kellstadt, president, 
Sears, Roebuck & Co. and Robert 
C. Upton, vice president, Whirl- 


pool, were elected directors, en- 
larging the Whirlpool board of 
directors from nine to eleven. 


Brown, Karr, Wyatt elected 
officers of Crane Co. 


The election of three officers was 
announced recently by Neele E. 
Stearns, president and chief ex- 
ecutive officer of Crane Co. 

Elected vice president for sales 
was W. O. Brown who has been 
with Crane Co. since 1930. Last 
January he was named general 
manager of sales after having 





OW THRU-THE-WAL 


Save Money 
Save Space. . 


@ No chimney, no duct-work 

e No recessing into wall 

@ No room air used for combustion 
e Use on any outside wall 

@ Save valuable floor space 

@ Room air fresh as springtime 

@ Manual or thermostat control 


@ 20,000 and 30,000 BTU models 


e Handsome “thin” design; decorator finish 


All Royal Gas Heaters Are Approved By The 
American Gas Association Testing Laboratories 


WRITE TODAY 
For more information 


CHATTANOOGA ROYAL COMPANY 
Chattanooga 6, Tennessee 





dd» 


~s 
OUTSIDE 

AIR FOR 
COMBUSTION 








pte 
at 5 


=as 


Ss 





ROYAL 
GAS HEATERS FOR 
EVERY INSTALLATION 


CIRCULATOR 





RECESSED WALL HEATERS 
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WALL INSERT HEATER 





be manager of the company's 
west coast sales district since 1954. 
From 1950 to 1954, he was mana- 
ver of plumbing sales department 

the firm’s general office in 
‘hicago. 

K. L. Karr has been elected 
secretary and general counsel af- 
ter having been secretary since 
April 1951. He joined Crane Co. 
in 1946. 

E. E. Wyatt, who joined the 
company in 1938, has been elected 
assistant to the president for ad- 
ministrative planning. He has held 
a number of administrative posts. 
in several divisions of the com- 
pany. 


Also announced was the election 
of Mark K. Lowell as chairman of 
the board of directors. A vice 
president of the Continental] IIli- 
nois National Bank & Trust Co., 
he has been a member of the 
Crane board since 1933. 


Selim will coordinate Phillips’ 
large consumer business 


Floyd E. Selim has been as- 
signed to coordinate Phillips Pe- 
troleum Co.’s solicitation of new 
large-consumer business for L. P. 
gas, gasoline, diesel fuel and lu- 
bricants from automotive fleets, 
contractors, large agricultural ac- 


f ) 2000 PSI PRESSURE 
COULDN'T BREAK THE HEAD... 


1000 hours of hard- 
salt spray couldn't 


corrode the dial... 


It’s a proven fact... the 


ROCHESTER Gps terion Gauge is the 


most rugged in the LP Gas Field! 


The Criterion aluminum gauge head is one piece — there are 


no rivets, no welds, no weakening joints of any kind. The special 


Alcoa aluminum alloy used in the head is corrosion proof. These 


exclusive Criterion features mean extra profit for you. 


DEMAND Rochester Criterion gauges on your next tank order 


or order direct from factory. 


ROCHESTER GAUGES, INC. 


OF TEXAS 
2425 CAROLINE ¢ DALLAS, TEXAS 


SALES OFFICES: DALLAS; ATLANTA; DENVER; CLEVELAND; ROCHESTER; 


PHILADELPHIA; SAN FRANCISCO; LONDON, ONTARIO 


counts, and industrial organiza- 
tions. 

Mr. Selim, who had been mana- 
ger of the Philgas (L. P. gas) 
motor fuels section since 1950, 
will continue to be located in 
Bartlesville, Okla., the general of- 
fices of Phillips. He will serve 
in an advisory capacity on Phil- 
gas motor fuel activities, which 
have been generally assumed by 
Carl H. Peterson. 

He joined Phillips in 1939 as 
a research engineer in fuel testing 
Two years later, he became a sales 
engineer, and soon afterward was 
advanced to senior engineer, test- 
ing aviation fuels. From 1944 to 
1950, he served in various capa- 
cities, including automotive ser- 
vice engineer, automotive technol- 
ogist, and fleet service engineer. 


F. E. Selim D. A. Larson 
Phillips United 


Larson elected vice president 
of United Petroleum Gas Co. 


Darwin A. Larson was elected 
vice president of United Petroleum 
Gas Co. at the annual meeting of 
the board of directors recently, F. 
T. Carpenter, president, announces 
All other officers were re-elected. 

Mr. Larson joined United in 
1948 as sales representative for the 
wholesale division. Prior to that he 
had built and operated a L. P. gas 
bulk plant. 

He is vice president and general 
manager of Consumers Gas Co., a 
United division which operates 17 
retail L. P. gas plants in Minne 
sota, the Dakotas and Wisconsin. 


Mueller Climatrol promotes 
Mueller Jr. to executive veep 


The appointment of H. P. Muel- 
ler Jr. as executive vice president 
of Mueller Climatrol, a division of 
Worthington, is announced by H. 
P. Mueller Sr., president of the di- 
vision. The new vice president is 
the fourth generation to direct op- 
erational management of the 100- 
year-old company. 

Prior to Mr. Mueller’s appoint- 
ment as executive vice president, 
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To Give Yo 
Sales A Lift 





Dealing with Sinclair gives an extra lift 
to your sales approach — raises your profit 
opportunities. That’s because every 
tank-load of Sinclair LP-Gas gets an added 
boost from the five famous Sinclair 
extras — INTEGRITY, REPUTATION, 
QUALITY, PERFORMANCE AND 
GOOD SERVICE. You benefit with more 
new business — more satisfied 

repeat customers. 


Ask us for the facts on this top quality LP-Gas with high heating value — moisture and 
impurities removed. Then, make the switch to Sinclair. 


Sinclair Oil and Gas Company 


.] 
a | 
H Liquefied Petroleum Gas Sales Department SI NCLAI g 


Sinclair Oil Building, Tulsa, Oklahoma A Great Name in Od 
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SMITH 
PUMPS 


... designed {or LONG WEAR 


and HIGH EFFICIENCY 





To maintain efficiency for long periods, we 
use the balanced straight-tooth gear principle 
designed especially for LP-Gas pumps. The 
large driving gear is completely balanced due 
to the small gears around it, resulting in zero 
load on the main shaft bearings. The smaller 
gears are not balanced, but their bearing 
loads are light, due to their small size. The 
small gears are self-adjusting, actually im- 
proving the efficiency of the pump if their 


bearings wear slightly. 





‘. thals why WE DON’T USE... 


a gear-within-a-gear, large spiral gears, or 
rotors with sliding vanes. Such units were or- 
iginally developed for service where there is 
good lubrication, such as oil in the liquid 
pumped, They have very heavy bearing loads, 
resulting in rapid wear when lubrication is not 
present. Spiral gears also present end-thrust 
wear problems that straight-tooth gears do 


not have. 


SIXTEEN BULK-PLANT AND TRUCK 
PUMP MODELS FOR ALL NORMAL 
LP-GAS SERVICE. SPECIAL PUMPS 
BUILT TO ORDER FOR UNUSUAL 
REQUIREMENTS, 


@ PRECISION PRODUCTS CO. 


1135 MISSION STREET, SOUTH PASADENA,-CALIFORNIA * RYan 12293 and RYan 12699 





Po ee eee eens eeeeeseseeseeeessenseessesseseeceess 


GENERAL L-P GAS TANKS 


20 Ib.—40 |b.—60 1b.—100 Ib. Cylinders 


Complete Line of Accessories for Single or Double 
Hook-ups . . . Regulators—Valves—Racks—etc. 
Everything that is needed for complete Bottle 
Gas Installation. 


*% Send for full details today. 


General Processing Corporation 
Main Office and Factory: Quincy, Michigan 


West Coast Division: 
10854 E. Central Ave., El Monte, California 
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he was vice president-sales, holding 
that post since 1954. He originally 
joined the firm in 1948. 

At the same time three other 
executive appointments were an- 
nounced: Curt Hoerig, formerly 
manager of manufacturing, was 
named vice president-manufactur- 
ing. Chester Birch was named trea- 
surer, a position he will hold along 
with his current position as con- 
troller. And William S. Malloy, 
personnel manager, has been ap- 
pointed to an additional post of 
secretary for the division. 

The new executive vice president 
replaces Frank J. Nunlist, who has 
been named to a post in the parent 
company, Worthington Corp. 


Day & Night Manufacturing 
announces several promotions 


The promotion of Frank R. 
Spratt to the position of general 
sales manager of Day & Night 
Manufacturing Co. is announced by 
W. J. Bailey, president. Jn his new 
position Mr. Spratt will be respon- 
sible for the sales and national dis- 
tribution of all Day & Night prod- 
ucts including water heating, air 
conditioning and heating equip- 
ment. 

Prior to his recent appointment, 
Mr. Spratt held the position of as- 
sistant general sales manager. He 
joined Day & Night in 1939. 

Replacing Mr. Spratt is Craig C. 
Stirewalt as assistant general sales 
manager. Mr. Stirewalt was for- 
merly California regional sales 
manager and has served with vari- 
ous engineering and sales positions 
since he joined Day & Night in 
1945. 

Ralph Langley will be assigned 
to replace Mr. Stirewalt in Cali- 
fornia. He was previously Eastern 
regional sales manager and joined 
Day & Night in 1949. 

Jim Buster, formerly sales rep- 
resentative for the Michigan area, 
will replace Mr. Langley as Eastern 
regional sales manager. 


Caloric reorganizes staff 
marketing group 


Harold Tiley, formerly general 
sales manager, has been appointed 
to the newly created post of cus- 
tomer relations manager for Caloric 
Appliance Corp., according to Le- 
Roy Klein, vice president in charge 
of sales. 

Concurrently, Harry J. Levin, 
formerly assistant general sales 
manager, has been named sales co- 
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trainload? 
carload? 


whatever your need 


we want your order... 


so REACH, 
L.P.G. MAN 


Anchor has the facilities to meet your need, 
whatever or wherever it is. And moreover, Anchor 
wants your order . . . wants you as a customer. 
They'll go out of their way to see that you are given 
every service humanly possible. Anchor's 
nation-wide facilities are of the most modern. Anchor men 
are skilled and experienced. There is one near you. 
So, reach, L.P.G. man, for that phone. Call Anchor in 
Tulsa, CHerry 2-7261. 


ANCHOR 


PETROLEUM COMPANY e TULSA 


SALES OFFICES: Toledo, Sioux City, St. Paul, Shreve- 

port, Hattiesburg, Gulfport, Savannah, Oklahoma 

City, Houston, Midland, Long Beach, San Francisco, 
Seattle, Calgary 
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To sell ‘em. 


WITH 


. TELL ‘em 


THE 


LP ADVERTISER 


This cleanly designed, modern LP 
Gas Unit gives you plenty of space to 
advertise your firm with the effective- 
ness of a traveling billboard. 


It has many functional advantages, 
too. For example, all fittings are 
mounted in centralized location in the 
tank unit. This not only permits faster 
servicing, but it lets you transfer tank 
and equipment to a new truck quickly, 
easily. (Yes, a Columbian tank outlasts 


COLUMBIAN 


several trucks!) In addition, the clean, 
compact design gives your driver better 
visibility. 
LP “ADVERTISER” SPECIFICATIONS: 
Compact rear double door cabinet houses 
all controls and fittings, meter, 150 ft. %’’ 
hose on power reel. 
ICC lights and wiring. Meets all state and 
federal requirements. Capacities from 1200 
to 2500 gal. (Capacities above 2000 gal. 
should be on dual-axle trucks.) 


CALL IN COLUMBIAN! 


Columbian’s LP “Advertiser” 


and RFD “Safe-T-Twin” 


tank truck units are 





Fully equipped with | 


to handle customer liai- 
Tiley of adminis- 


ordinator 
son and free Mr. 
trative detail. 

In addition, James 
been appointed public relations 
manager for Caloric. Mr. Kerr was 
formerly public relations director 
for Federal Pacific Electric Co. 


A. Kerr has 


Butler is manager of sales 
promotion for Ridge Tool 


Appointment of James E. Butler 
as manager, sales promotion, for 
the Ridge Tool Co., is announced by 
W. L. Parcell, vice president, sales. 

Mr. Butler will inaugurate a new 
and intensified sales program de- 
signed to aid distributors in selling 
Ridgid pipe tools. 

He was formerly sales manager 
at the Atkins Saw division, Borg- 
Warner Corp. 


4a 


C. E. Parson 
Chamber 


two examples of the ability of Columbian to provide you with the efficient, 

fast delivery equipment that is a key to profit in the LP Gas business 

Columbian makes custom units of any size—semi-trailer transports and 

delivery trucks—to meet the particular requirements of your business. 

} 1 J 

COLUMBIAN “SAFE-T-TWIN” Parson returns to Chambers as 

dependable Lets you carry Butane and Propane TER LP Gas. Stovicg advertising and sales head 
load. Available i . ' ; aa 

Rural oe eae sconayacae} nihil eave C. E. Parson, former advertising 

Fuel (Tanks at right total 1700 gal.) manager for Chambers Built-Ins 

te Excellent balance and maneuverability . . P 

Deliver and low gravity center for ‘off the pavement" Inc., has rejoined the firm as di- 

Y | Oe ey ¢ i ae 
deliveries, Fully fitted with pump, meter, printing rector of advertising and sales pro- 
motion. 
Mr. Parson, who originally joined 
Chambers in 1950 to help organize 


Call iA Columbian. Write for specification sheets 
the firm’s cooking demonstration 


and quotations, or for an engineering estimate on a cus- 

tom built unit. Tell us your requirements. Phone or write: 
program, had more recently been 
in charge of advertising for Avco's 


» COLUMBIAN STEEL TANK COMPANY 
American Kitchens. 


P. O. Box 4048-C Kansas City, Mo. 
He will devote his activities to 


the promotion of Chambers’ newly 
introduced complete line of pack- 
aged buit-in kitchen appliances. 


J. E. Butler 
Ridge Tool 


STEEL, Master-Crafted by Columbian, First for Lasting Strength 





Your driver ALONE can load and 


unload large fanks with ease Smith and McCabe given new 


Extra Heavy Duty welded steel con- 
struction. 

Fits low on the truck out of the way 
when not in use. 

Full 360° rotation. 

Easily installed by any welder, garage 


posts at Robertshaw-Fulton 
Charles E. Smith, former as- 
sistant national service director, 
has been appointed national ser- 
vice director of Robertshaw-Fulton 


Controls Co., it is announced by 
A. W. Beck, vice president. 

Mr. Smith will be in charge of 
the controls manufacturer’s ex- 
panding program of _ traveling 
training schools for instructing 
utility and dealer service person- 


or your mechanic. 

Discounts to Jobbers and Dealers. 
Crane truck mount and chain $80.00 
f.o.b. Pasadena, Calif. Money back 
quarantee. 


Luther Engineering & Mfg. Co. - 6 ESTHER ST., PASADENA, CALIF. 
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american? |\|F | FRET) SERVIC cuts costs 


JULY, 


helps build LP-Gas heating 


American’s new AL-110-LPG eye-catching, attractive meters, designed 
for medium-sized homes with space heating and for small commercial 
loads, provide accurate measurement from pilot to full capacity. Com- 
pact, light weight, die-cast aluminum alloy one-piece body construction 
provides high resistance to impact damage — and assures easy setting 
where space is limited. 


Dependability is built into AL-110-LPG meters with American’s proven 
design and quality construction, including rubber grommet seals, self- 
lubricating porous bronze bearings and reinforced flag rods. Precision 
machined bodies provide complete parts interchangeability. 


LP-Gas meters bring “utility-type” service to your customers — build 
satisfaction and confidence in your service and help you sell more gas 
and gas appliances. 


Ask your nearest American representative for Bulletin 307. 


AMERICAN @& 


METER COMPANY 


INCORPORATED (ESTABLISHED 1836) 


GENERAL SALES OFFICE: Somerton, Philadelphia 16, Penna. * Albany * Alhambra © Atlanta 
Baltimore ¢ Birmingham © Boston * Chicago * Dallas * Denver ¢ Erie © Houston 
Kansas City * Los Angeles * Minneapolis * New York * Omaha «© Pittsburgh ¢ San Francisco 
Seattle ¢ Tulsa * Wynnewood. IN CANADA: Canadian Meter Company, Ltd., Milton, Ontario 
Calgary « Edmonton ¢ Regina 
SUPPLIERS TO THE GAS INDUSTRY tor Ironcase, Tinned Steelcase, Aluminumcase and Welded 
Steelcase Meters © American-Westcott Orifice pps * Instruments ¢ Reliance Regulators 
A~naratus ¢ Valves 
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loads faster 








NEW 


AMERICAN® 
ALUMINUMCASE 
AL-110-LPG METERS 


HIGH CAPACITY 


Rated capacity 110 cfh propane at %-inch 
w.c. differential — 5 psi working pressure. 
Available with %, % or %-inch F.P.T. 
connections. 


LIGHT WEIGHT 
Aluminum alloy die-cast meter weighs less 


than 17 pounds. Compact for easy instalia- 
tion where space is limited. 


DURAMIC DIAPHRAGMS 


Proven, bellows-type molded Duramic 
diaphragms — designed to meet the require- 
ments of LP-Gas Services. 


PLASTIC INDEX BOX 


Molded one-piece construction has high 
impact strength — provides easy index 
reading. 











THE NEWEST ADVANCEMENT IN LP GAS APPLIANCES 


UT GRY a 
STOVE and LANTERN 


FOR USE WITH BOTTLED LP GAS 


Here’s your big opportunity to cash For use with all sizes of 
in on the outdoor, trailer, farm and storage tanks 
emergency light and heat market. For Boats 

For the first time you can sell port- For Trailers 

able lighting, heating and cooking For Farms 

units that can be used with any size For Emergencies end 
storage tanks. For years the market Disasters 

has been crying for such a product Fer Contractors end 

and now Turner makes it available Construction Work 

for you. Sell Quick Set and you Special mounting bracket, 
open up gas sales to hundreds of fastens anywhere 

new potential customers. 


—oo 


; 
4 


Colorful carton doubles as 
convenient carrying case. Complete 
merchandising material including ad 
mats, a radio and TV scripts. 


Write fer literature and prices 


THE TURNER BRASS WORKS 


821 Park Avenue, Sycamore, Illinois *« Established 1871 














L. P. G. SALAMANDERS 


HIGH PRESSURE LOW PRESSURE 
with controls 
10 Lbs-85,000 Btu e 35 & 86,000 Btus 


PRESEASON SALE 


Unusually Low Prices 
(Larger Profits for You) 


Special RETURN Privilege (Write today 
for details) 


Safe, sure & quiet heat. Burns with clear Wesley St. 
blue flame. Low pressure type (6 to 8 oz 





to be delivered knocked down for small 4648 S. Western Av. Ch 


trol. Approved in large cities. Designed 
{ space storage. 
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eg PRODUCTS CO., 


a 





Inc. 


pressure) can have automatic shut-off con- So. Hackensack, N. J. 
oo ® 
eles 23 





nel in latest installation, mainte- 
nance and repair techniques. He 
also will administer a national 
network of franchised service and 
repair shops. 

He joined the company in 1957 
after being manager and serving 
in the product service division of 
A. O. Smith Corp. 

Also announced is the appoint- 
ment of Joseph A. McCabe as sales 
engineer in the sales department 
of the Bridgeport Thermostat di- 
vision. This announcement was 
made by Carl F. Ahlheim, general 
sales manager. 

Before joining the controls com- 
pany, Mr. McCabe served for seven 
years with General Electric in 
its consumer product division. 


L. G. Smith returns to Ensign 
following long hospital stay 


L. G. Smith is back on the job 
us sales engineer for Ensign Car- 
buretor Co. after a many-month 
stay in the hospital following an 
automobile accident during the re- 
cent winter. 

Mr. Smith has been with Ensign 
for 20 years, and prior to that 
served as field engineer with some 
of the nation’s leading tractor 
companies. 

He has served for Ensign at 
one time or another in every part 
of the United States, putting on 
service schools and demonstra- 
tions. 


Peabody is appointed staff 
engineer for Sel-Pac Co. 


R. E. Peabody has been ap- 
pointed to the post of staff engi- 
neer for Selwyn-Pacific Co., it is 
announced by George Postlewait, 
president. 

Mr. Peabody has over eight 
years experience in design, pro- 
duction and quality control. He is 
recognized for his technical con- 
tributions to the valve, regulator 
and fitting fields. His work has 
been in both anhydrous ammonia 
and L. P. gas. j 

Mr. Peabody will make his head- 
quarters in the new Sel-Pac en- 
gineering facilities in Los An- 
geles. 


Tuloma Gas promotes Potter 
to traffic manager 

Joel L. Potter has been named 
traffic manager for Tuloma Gas 
Products Co., it is announced by 
R. A. Carter, president. 

Mr. Potter joined Tuloma_ in 
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Pertectrl, 5 to offer so generous 


“the burner with a brain” 








No down payment is required when you floor plan Enterprise 
gas ranges. There are no charges of any kind for the first 
90 days. And, only one-half of one per cent on the balance 
outstanding is charged from 90 up to 180 days. 


This generous Enterprise floor plan gives you time to sell at 
the profit you should have. And, you have something extra 
good to sell: non-rust porcelain finish inside and out, one- 
piece all-welded chassis, 
Perfectrol automatic top 
A generous cooperative advertising allowance is 


available to help get the Enterprise story to your pros- burner, Kitchen-Mated color 
pects. Ask your Enterprise-ing salesman about it 





panels. 











NOW IS THE TIME 


to start planning next season's 
storage! Trinity’s precision engineered 
LP-Gas storage vessels are your best buy... 
because you can trust the quality of Trinity’s 
products. There is plenty of time to get 
your Trinity storage vessels in place for 
next season’s rush, IF you order soon. 

Sizes 6,000 to 21,000 WG. 


FRAN 4S... ihc ie ee ie Be Se Ae 
4001 IRVING BLVD. DALLAS, TEXAS FL 7-3961 


Latin American Division: Tanques de Acero Trinity S. A., Calle 
Poniente 150, #734, Mexico 16, D. F. Plant and Sales Office. 
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1951. He was formerly supervisor 
of the company’s traffic depart- 
an 


Armstrong is director of PR 
for RCA Whirlpool appliances 


Robert W. Armstrong has been 
appointed manager of public rela- 
tions, RCA Whirlpool appliances; a 
new position, Jack D. Sparks, di- 
rector of marketing for Whirlpool 
Corp., announces. 

Mr. Armstrong will direct and 
coordinate all public relations and 
publicity activities relating to the 


firm’s appliance sales, advertising, 
merchandising and promotion. 

Richard W. Sierk, formerly air 
conditioning advertising and sales 
promotion manager, has been 
named assistant manager of public 
relations, and will report to Mr. 
Armstrong. 


Bryant names Ramseaur 
southeastern regional manager 
William S. Ramseaur has been 
appointed southeast regional sales 
manager for Bryant Manufactur- 
ing Co., it is announced by David 


HANSEN =~ 


QUICK-CONNECTIVE COUPLINGS 
FOR L.P. GAS 


Specifically designed for L.P. 
gas line connections, Hansen 
GRL Couplings completely 
eliminate the hazard and 
annoyance of leakage or spill- 
age of gas. 

To connect (no tools required), 
you merely push the Plug into 
the Socket—all the way. To 
disconnect, just turn sleeve— 
Coupling instantly and auto- 
matically shuts off both ends 
of line. 

Sockets available with 14” 
female pipe threads. Plugs 
available with +4” female pipe 
threads. 





SINCE 1915 


THE HANSEN 


4031 WEST 150th STREE 


APPROVED BY 
UNDERWRITERS’ 
LABORATORIES 


PARTIALLY ENGAGED 


Cutaway view of partially engaged Coupling. 
Note double protection against 

Coupling sealed by O‘Ring—and with 
flow of gas still completely shut off on both 
sides of line by valves in the Socket and Plug. 


pat 


waa 


FULLY ENGAGED 


Cutaway view of fully engaged Coupling. — 


Coupling Ring-Lock provides positive lock in 
groove of Plug—O’Ring completely seals 
Coupling—valves are actuated 

to permit free flow of gos through connection, 


Write for descriptive literature 


QUICK-CONNECTIVE FLUID LINE COUPLINGS 


MANUFACTURING COMPANY 


T e¢ CLEVELAND 35, OHIO 


to open position — 


W. Hoppock, vice president and 
general sales manager. 

Mr. Ramseaur will be responsible 
for sales of Bryant heating and air 
conditioning equipment in Ala- 
bama, Georgia, Florida, the Caro- 
linas, Tennessee, Mississippi and 
southern Louisiana. 


Harper-Wyman promotes 
Charles Lamar to treasurer 


Charles Lamar, formerly assis- 
tant treasurer, has been elected 
treasurer of Harper-Wyman Co., it 
is announced by Philip S. Harper 
Jr., executive vice president. 

Mr. Lamar joined Harper-Wy- 
man in 1937. He was company chief 
engineer for 13 years, and later 
director of commercial development 
for the company. He holds 15 
American patents in the fields of 
gas valves, burners and thermo- 
stats, with numerous American and 
foreign patents pending. 


Welbilt promotes Storm to 
a newly created position 


Welbilt Corp. announces the pro- 
motion of John Storm to the newly 
created position of executive as- 
sistant for the commercial range 
equipment division. 

Mr. Storm, who is sales manager 
of the Detroit Jewel gas range di- 
vision, will continue in this capac- 
ity in addition to his new appoint- 
ment. 

He joined the company in 1948 
as a field representative. 


Mietzel in Pure Oil Co.'s 
Minneapolis L. P. gas division 


The Pure Oil Co. announces that 
Arthur Mietzel is associated with 
its Minneapolis office in the L. P. 
gas department. 

Mr. Mietzel has had 17 years’ 
experience in the L. P. gas business 
and was recently associated with 
the Selwyn-Pacific Co. 


Schumacher is Pond-Johnston's 
new executive vice president 


Pond-Johnston Ine., Mobile. 
Ala., announces the appointment 
of Norman H. Schumacher as its 
executive vice president. 

In 19389 Mr. Schumacher was 
employed as manager of the Gas 
Equipment Co. Inc. at Dallas. He 
remained in this capacity for over 
eight years. In 1947 he was 
drafted by Gas Equipment’s sister 
company, Gas Equipment Supply 
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Pat R- Ditther 


Model 4T Pow-R- Ditcher. 


Here’s a real workhorse that digs for LESS 
because it costs so much LESS! Ideal for 
the light construction field in laying gas 
pipe, water and cable lines and digging 
home foundation footings. Very maneuv- 
erable for those “tight spots”, the 4T is 
only 6’ high, 13’ long and 48” wide. Digs 
6” to 14” wide and up to 17’ per minute. 
Handles most small. ditching jobs at a 
fraction of the cost of more expensive 
ditching machinery. 


"Small W-2 Pow-R-Ditcher is 
Finest for Small Services" 


. says Post and Lee Service of Alta, 
Iowa. “In one month we completed over 
100 services (7100 feet). It was rugged 
work but the W-2 handled it with no 
breakdowns except a pair of belts. We 
keep ahead of schedule with the W-2.” 
The W-2 digs 244” to 4” wide and is 
ideal for gas service, electrical service and 
shallow water lines. 


Write For Literature and Low 
Prices on the Complete 
Vermeer Pow-R-Ditcher Line 


Larger Pow-R-Ditcher models also avail- 
able. Check the performance, quality and 
price before you buy. Our nearby Ver- 
meer dealer will be happy to arrange a 
demonstration. 


\ 4 
MANUFACTURING CO. 
1446 W. WASHINGTON PELLA, IOWA 
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| Co., Atlanta, Ga., as manager. He 
| continued in that position for al- | 


most ten years. 


His responsibilities as opera- 

tions manager for Pond-Johnston 
| will include executive supervision | 
of warehouses in Mobile, Jackson- | 
| ville and Miami, | 


Fla., and Jack- 
son, Miss., as well as credit man- 
agement, inventory control and 
purchasing. 


N. Pte Schumacher Ww. wv. -~ Clair 
nd nston Subu in Ga 


Suburban gas director of 
sales is W. W. St. Clair 

W. W. St. Clair has been ap- 
pointed to the position of director 
of sales for Suburban Gas Service, 
it is announced by W. R. Siden- 
faden, president. 

Mr. St. Clair will have complete 
jurisdiction over all sales activities 
in the company’s five divisions cov- 
ering the western states. 

Prior to joining Suburban Mr 
St. Clair was with O’Keefe & Mer- 
ritt for nine years, the last year of 
which he served as general sales 
manager. 





Frank H. Adams 





Frank H. Adams, president of 
Surface Combustion Corp. for over 
35 years, died at his home in Toledo 
on Easter Sunday. 

In addition to his duties with 
Surface, he was a director of To- 
ledo Trust Co., Toledo Pipe Thread- 
ing Co. and Webster Engineering 


i Co. 





William J. Grover 





William J. Grover died recently 
at his home in Maitland, Fla. 

Mr. Grover, who had been on 
leave of absence since 1956, was 
marketing director for Surface 
Combustion Corp. 


TANK CAR 
UNLOADING RISERS 


Complete assemblies for unloading 
tank cars, transport trucks and tank 
truck loading. Incorporates the latest 
design and features. All necessary 
valves, nipples, pipe and other parts 
furnished (not assembled) with easy- 
to-follow assembly blueprints. Gives 
your plant maximum safety and econ- 
omy, plus fast LPG transfer. See 
catalog for detailed descriptions of 
various models. 


VALVES & FITTINGS 


<a, 
* 





No matter what your 
requirement — there's 
a Fine Products 
valve and fitting for 
the job. See catalog 
for complete line of 
both bulk plant and 
cylinder specialty items. 


ota 
EXPLOSION-PROOF 


EQUIPMENT 


Complete line of explosion- 
proof lights, motors, mag- 
netic starters and switches 
for your plant 


FLEXIBLE METAL CONNECTORS 


—~ 
pana 
eeeen elle 


Eliminate pipe vibration and noise in 
lines connected to compressor, etc. Ex- 
tra heavy construction. Pipe sizes from 
3 to 3" 


SWAGE NIPPLES 


Extra heavy concentric or eccentric nip- 
ples provide maximum flow io pump in- 
let. See catalog for sizes, etc Zinc 
electro galvanized 


Write for New Fine Catalog No. 457-LP 


JIE PRODUCTS CO. 


6240 OGDEN AVE 
BERWYN (Chicago Sub.) ILLINOIS 











IN PRODUCTS 
AND TRADE 
LITERATURE 








For further information on items reviewed in this section use 


the convenient post-paid Readers’ Service Cards on pages 83, 84 





“O" ring type cylinder valve 
The Sherwood “O” ring LPG 
valve serves the complete range 
from 20 to 200 lb. Developed by 
Aluminum & Brass, it is forged 
with an all brass body and has 


brass corrosion resistant parts. 
The design features friction-free 
valve-stem sealing, is completely 
leak free and 100 per cent effec- 
tive. The safety device is C. G. 
7 or 8 spring loaded relief valve 
with specially formulated rubber 
seat inset that permits 700 cfm 
of LPG to pass at 480 psi inlet 
pressure. 

Circle 1 on Readers’ Service Card 


36-in. range 


Tappan Co. announces its 36-in. 
range. Features include a gold 
fleur-de-lis design on a_ white 
porcelain backguard; contrasting 
black Tel-U-Set control center; 
an extended aluminum fluorescent 
light mounted on the backguard; 
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two easy-to-dial Visiguides; and 
three Sizzle’-N Simmer burners 
with one Set’N Forget, thermo- 
statically controlled top burner. 
Matchless lighting of the oven 
and broiler, a “griddle-in-the mid- 
dle,” and a range top rotisserie 
are optional equipment on the 
model. 

Circle 2 on Readers’ Service Card 


Fuel pressure regulators 


Engine Accessories’ Gane- 
Master fuel pressure regulators 
are said to supply a steady, even 
flow of fuel at all speeds under all 
driving conditions; stop carburetor 
flooding; reduce fire hazard; give 
easier starting, smoother idling; 
eliminate vapor lock. 

Circle 3 on Readers’ Service Card 


Suspended or hi-boy furnace 


Suspended warm air furnaces 
with bonnet ratings of 84,000 and 
112,000 Btu/hr have been added 
to the John Wood line. The new 
models are actually two-in-one 
units. They are designed as sus- 
pended units or as hi-boy units, 


depending on the requirements 
of the particular installation. De- 
signed for alcove installation they 
are UL approved for use at re- 
duced clearances. 

Circle 4 on Readers’ Service Card 


Top-of-the-line refrigerator 


Now in production is Whirlpool 
Corp.’s top-of-the line Imperial 
EGM-11T, a two-door, 11 cu ft 
gas refrigerator with an automatic 
ice maker, a separate 70-lb freezer 
and automatic defrosting. There 
are no moving parts, no on-off 
cycling, so the units are com- 
pletely silent and interior temper- 
atures remain the same 24 hours 
a day. Other features include two 
glide-out aluminum shelves with 
safety stops, tilt-out compartments 
for butter and eggs, full width 
door shelves, adjustable cold con- 
trol, twin porcelain enamel crisper 
drawers, and porcelain enamel in- 
terior. 

Circle 5 on Readers’ Service Card 


BUTANE-PROPANE News 





Gas light 


The “Gaslite,” trade name of its 
manufacturer Arkla Air Condi- 
tioning Corp. uses natural gas, 
butane or propane for fuel. Radi- 
ating soft-as-moonlight, never- 
harsh light, it may be _ used 
wherever outside illumination is 
wanted. It is picturesque as well 
as practical, and is available in 
three styles. Gaslite accessories 
available from Arkla include cus- 
tom-built wall brackets, with or 
without address plate, and frosted 
lens with a starburst design. 

Circle 6 on Readers’ Service Card 


Plumber pot valve improvement 


Insto-Gas announces a major 
improvement in the plumber pot 
valve that permits a finer degree 
of flame control at the cylinder. 
The finer control is made possible 
by a throttling effect built into 
the valve. With the new valve, 
a pilot or “keep warm flame” is 
easy to obtain. The valve is offered 
on cylinder sizes, No. 35, No. 18 
and No. 5. The numbers indicate 
the capacity in pounds of each 
size. 

Circle 7 on Readers’ Service Card 








Remote condensing unit 


The Polar-Prince, an air-cooled 
condensing unit by the Coleman 
Co., includes full size condensing 
coil mounted beneath a _ heavy 
steel grating. All routine servic- 
ing can be done from the front 
of unit. Internal parts are com- 


JULY, 1958 


pletely shielded from moisture. 
Initial production includes both 
2- and 3-hp models with rated 
capacities of 23,000 and 35,500 
Btu/hr respectively. 

Circle 8 on Readers’ Service Card 


30 in. wide oven range 


A Vernois 30 in. wide oven gas 
range series, available in two mod- 
els, 38 and 381, has been intro- 
duced by Mt. Vernon Furnace & 
Manufacturing Co. Both models 
feature controls on the back 
panel; thermal eye automatic tem- 
perature control top burner; auto- 
matic ignition; porcelain enamel 
grate which converts griddle to 
a fifth burner; and provisions for 
dual rotisseries in the oven. In 
addition the Model 38 has glass 
in oven door and light in oven 
interior, and a giant griddle in 
the range top. 

Circle 9 on Readers’ Service Card 


Trailer bulk and bottle truck 


“Time Saver” bulk and bottle 
delivery trucks, designed especially 
for the purpose of servicing house 
trailers, are now being produced 
by Master Tank. Tank capacities 
range up to 900 gal. and the trucks 
are equipped with racks that hold 
four 100 lb cylinders and six 20 lb 
bottles. Master Tank will design 
according to the specifications that 
best serve the needs of the custom- 
ers. Generally, however, there are 
two cabinets on each side for spare 
fittings and valves. 

Circle 10 on Readers’ Service Card 


Trencher 


Charles Machine Works an- 
nounces its new Model M-2 Ditch 
Witch trencher. Features include 
new 8 in. width trencher to 30 in. 
depth—also 6 x 36 in., 4% x 36 in. 
and 3 x 48 in. New speed reduc- 
tion unit with ‘“Select-O-Matic” 
shift from digging speed to mo- 
bile speed provides four speeds 
forward and reverse. Among the 
new optional features available is 
a sod cutting attachment. 

Circle 11 on Readers’ Service Card 


John Deere carburetor 

A double-barrel carburetor which 
in effect serves each cylinder of the 
John Deere tractor is offered by 
Ensign. Known as the Model JD 
Dual Throat, it is used in conjunc- 
tion with a_ specially calibrated 
vaporizer-regulator. The units are 
easily adaptable to John Deere 50, 
60, and 70 tractors as well as mod- 
els 520, 620, and 720. 

Circle 12 on Readers’ Service Card 


High style heaters 


Modern, compact, “TV- type” 
styling is featured by Superflame 
heaters, designed to blend with 
any type of furnishing or color 
scheme. Designed especially for 
LPG by Queen Products, the heat- 
ers have 14 special features in- 
cluding a fan-flame burner, fuel- 
saver construction, and complete 
fully automatic controls. 

Circle 13 on Readers’ Service Card 


Forced air furnaces 


Two more forced air furnaces 
equipped for air conditioning are 
being added to the 1958 Gaffers & 
Sattler line. The models, G & S- 
ACT75FDF-3, and G & S AC86FDF- 
3, have a heat input of 75 and 
86,000 Btu, respectively, and will 
handle 1250 cfm against 0.5 we 
external to the furnace, when 
equipped with two speed 14 hp 
motors. With % hp motors, they 
deliver 1450 cfm. 

Circle 14 on Readers’ Service Card 


Split channel conversion kits 


Conversion kits will adapt any 
Motorola mobile two-way radio- 
phone sold since 1949 to full split 
channel operation, the company 
announces. The FCC currently 
requires that certain newly li- 
censed systems meet split channel 
standards as of April 1, 1958. All 
other newly licensed systems must 
comply by Nov. 1, 1958, and all 
systems, whenever licensed, must 
meet standards by Nov. 1, 1963. 

Circle 15 on Readers’ Service Card 
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NEW 20,000 BTU MODEL 


SUBURBAN 
NOVENT 


and 
DYNAVENT 


the vented gas heaters that 
need no flue or chimney 


ONLY 14” WIDE 


Easily installed between the studs in a 
wall, without framing 


QUIET OPERATION 


Ideal for motels, cabins, offices, bed- 
rooms and those “extra'’ rooms 


AUTOMATIC 


Thermostatic control turns heater on 
and off as needed 


ECONOMICAL 


Exclusive floor to ceiling circulation 
saves up to 30% in fuel costs 


SAFE 


ALL products of combustion are power 

vented outdoors ... consumes no room 

oir 

Also available in 35,000 and 45,000 
BTU models 


Choice of built-in or wall thermostat 


SUBURBAN 
APPLIANCE CoO. 


General Offices—Whippany, N. J. 
Factory—Dayton, Tennessee 














For further information use Readers’ Service Cards on pages 83, 84 


Cylinder and excess flow valve 


The Rego 8180 lift truck cylin- 
der valve combines, in one assem- 
bly, a cylinder valve with an ex- 
cess flow valve and the male half 
of the Rego safety check connec- 
tor. No longer is it necessary to 
assemble the separate 7141M quick 
connector to the cylinder valve. 
It is ideal for use on lift trucks 
as well as on farm machin- 
ery, construction equipment and 
wherever ICC cylinders are used 
as motor fuel tanks. 

Circle 16 on Readers’ Service Card 


L. P. gas adapter 


An L. P. gas adapter, that com 
pletely replaces stock air filters 
and fits all late model cars and 
trucks in single or multiple bar- 
reled carburetors is now in pro- 
duction at Beam Products Manu- 
facturing Co. This unit requires 
only one fuel line from regulator 
to adapter, and has two simple ad- 
justments. No alterations to the 
gasoline carburetor or throttle are 
necessary and various size air 
horns are easily attached. The 
Beam 5100 fits directly on top of 
most gasoline carburetors. 

Circle i7 on Readers’ Service Card 


Clothes dryer 

The “Dry-Aire’”’ automatic gas 
clothes dryer has just been intro- 
duced by Geo. D. Roper Sales Corp. 
In both the custom deluxe and 
deluxe models prolonged clothes life 
is achieved in several ways. The 
satin bronze drying tub is polished 
throughout to prevent snagging. 
Smooth baffles tumble clothes in 
the “Zephyr-Air” current. Mois- 
ture-laden air is removed through 
a “tornado” exhaust. On the cus- 
tom deluxe, five-heat temperature 
control is provided. 

Circle 18 on Readers’ Service Card 





Propane stove, heater, lantern 

The Turner Brass Works an- 
nounces portable propane lighting, 
cooking and heating. The line 
operates by means of connecting 
hose and a 5, 10 or 20 lb propane 
storage tank. By using a 20-lb 
tank, the lantern will burn for 
approximately 200 hours; while 
the stove will cook for approximate- 
ly 125 hours. Two units may be 
operated from a single tank of gas 
by using a double hose adaptor that 
is available. 


Circle 19 on Readers’ Service Card 


PARACOIL 


LP-GAS 


es SE cea Bia 


Specified by 
Consulting Engineer: 
dalaelercaalelepamialelel-aa; 
Units are appl 
come-laalaalelalte 


Vaporization as we 


DAVIS 
ENGINEERING 
CORPORATION 
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Dust filter 


A dust filter of high-grade wool 
has been developed by Grayson 
Controls division, Robertshaw- 
Fulton Controls Co., for use on its 
Unitrol water heater controls. The 
filter was developed in line with 
an existing AGA requirement that 
a “pilot filter of a type satisfac- 
tory for removal of dirt and other 
foreign matter shall be supplied 
on heaters for use with gases 
other than manufactured.” 


Circle 20 on Readers’ Service Card 


_ Soe 


Flame cultivator 


Agricultural Equipment Corp. 
announces a new flame cultivator, 
which manufactured in either two 
or four row units, is supported 
entirely from the tool bar without 
the use of skids as utilized by 
other models. It is used mainly 
in irrigated areas or on level fields 
where the terrain is flat and 
burner height be adequately con- 
trolled through the tractor at- 
tachments. 


Circle 21 on Readers’ Service Card 


Expanded heating, cooling line 


An expanded line of Weather- 
maker heating and cooling prod- 
ucts, featuring gas fired furnaces 
and a wider range of air condi- 
tioning sizes, is introduced by 
Carrier Corp. The furnaces, avail- 
able in upflow and downflow mod- 
els, have outputs ranging from 
75,000 to 185,000 Btu. Three new 
condensing sections allowing dis- 
tributors to offer a complete range 
of capacities from 2 up to 10 tons 
were introduced. The other new 
models are in 714 and 10 ton sizes 
for commercial installation. 

Cirele 22 on Readers’ Service Card 


Cast iron boiler 


Burnham Corp. announces an 
addition to its cast iron boiler 
series, the No. 70 Holiday. It is 
designed for large residences, 
apartment houses and commercial 
installations, and is produced in 
eight sizes. Capacities range from 
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Keep Up with L. P. gas 
Developments Each Month 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


() Check herewith 


.-.-- FIRST COST 
------ MAINTENANCE 


10 - 20 - 30 GPM 
1750 RPM 


For your safety all pumps 
carry this Underwriters marker 


NOTE THESE HARD-TO-EQUAL FEATURES: 


@ Competitive price with other highest quality pumps. 
Ball bearing construction. 


@ World-famous Viking “gear-within-a-gear" construction. 
@ Simple, non-leak mechanical seal. 
@ Integral relief valve. 


@ Continuous duty, explosion-proof motor with built-in switch 
and voltage changer. 


@ 10, 20 and 30 GPM sizes. 

@ O-ring gasket for non-leak operation. 

@ Vapor pressure safety relief on inlet port. 
@ Pumps built to accept Underwriter’s Marker. 


For more information, send today for Catalog Hb 


VIKING PUMF COMPANY 


Cedar Falls, lowa, U.S.A. In Canada, it's "ROTO-KING” pumps 
See our File in Butane Propane Catalog 


BUTANE-PROPARNE 


by subscribing to 


See Page 2 for Foreign Rates 


C Bill me C1! year $2.00 C) 2 years $3.00 


ee RE UR pelatens OR we ene 





60° sq ft to 2700 sq ft for water; 
and 325 sq ft to 1580 sq ft for 
st m. 

rcle 23 on Readers’ Service Card 


Furnace line 


Bryant Manufacturing Co. has 
introduced a line of furnaces fea- 
turing a metal used to protect jet 
engine components from high tem- 
perature damage. The metal, Tri- 
alloy, not only protects from high 
heat but also from corrosive flue 
gases and condensation when the 
furnace is not in use. With the 


metal, Bryant now gives a 10-year 
warranty on its heat exchangers. 
The furnaces are adaptable to air 
conditioning, with air deliveries 
that can be matched to any type of 
residential duct system. 

Circle 24 on Readers’ Service Card 


Water softener 


A water softener, manufactured 
by the Porta Water Softener Co. 
Inc., is designed to occupy a mini- 
mum of space yet meets the re- 
quirements of unlimited soft 
water for small homes and busi- 





Now Ready For Delivery 











al-Meliitey dials 
all new 


Featuramic 


foe hMmaelate [= 








Manufactured By 
BROWN STOVE WORKS, INC. 


CLEVELAND, TENNESSEE 





ness establishments. It uses high 
capacity resin for a_ softening 
agent and can be regenerated in 
15 minutes with 7% lb. of salt 
pellets. It is complete and ready 
to be put in operation when de- 
livered by connecting to the main 
water supply or directly to the 
automatic or wringer type wash- 
ing machine. 


Circle 25 on Readers’ Service Card 


Tubeless conversion burner 


The new Adams Model HSLP 
tubeless cast iron inshot gas con- 
version burner comes completely 
assembled, all ready for one-man 
installation. It easily converts oil- 
fired furnaces and boilers to safe 
dependable heat with L. P. gas. 
All necessary controls are fur- 
nished, and for extra safety, burn- 
ers are equipped with 100 per cent 
pilot shut-off. Valve size is 1% in. 

Circle 26 on Readers’ Service Card 


Cool cabinet heater 


Only 10 in. deep—front to back 
—the Quad cool cabinet heate1 
with a 37,500 Btu input measures 
only 28 x 24 x 10 in. The line 
includes two other models evea 
smaller in over-all size, with rat- 
ings of 20,000 and 27,500 Btu’s. 
All are approved by AGA for L. 
P. gas. With built-in heat shields, 
this heater can be placed any- 
where in the room without damag- 
ing walls or furniture. 

Circle 27 on Readers’ Service Card 


Light-weight hand truck 


A new type of rubber-tired hand 
truck features substantially less 
weight than ordinary steel hand 
trucks, according to Moe!lenbrock 
& Wilke, manufacturers. It has a 
capacity of 400 lb. 

Circle 28 on Readers’ Service Card 


36-in. range line 


A new Whirlpool Corp. RCA 
Whirlpool 36-in. gas range fea- 
tures a ‘2-set” timer which turns 
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on and shuts off the automatic 
oven as well as an appliance out- 
let. The left front burner is ther- 
mostatically controlled and the 
other three Center Simmer burners 
have infinite settings. The left 
oven is a Bar-B-Kewer oven which 
cooks by radiant heat and includes 
rotisserie. The range is available 
in white, pink or yellow and is one 
of five new 36-in. ranges intro- 
duced by the company. 

Circle 29 on Readers’ Service Card 


TRADE LITERATURE 


Dealer sales booster kit 

A central air conditioning dealer 
sales booster kit is available from 
Minneapolis-Honeywell. The mate- 





rials in the kit offer dealers an | 


opportunity to identify themselves 
with the program on a local level; 
and it allows them to tie-in with 
a free booklet offer as a means of 
attracting air conditioning pros- 
pects. 

Cirele 30 on Readers’ Service Card 


Forged steel gate valves aid 


This circular, illustrates and de- 
scribes the features and perform- 
ances of the two types of Lunken- 
heimer forged steel gate valves— 
Fig. 8001, with screw ends; and 
Fig. 8002, with socket welding 
ends. Each is manufactured in 
sizes from % in. through 2 in. and 
rated at 800 Ib. 850°—2000 Ib 
100° F. 

Circle 31 on Readers’ Service Card 


Room heater catalog 


A 4-color, 6-page catalog describ- 
ing 5 decorator model room heaters 
has been released by the Stiglitz 
Corp. A unique feature of the 
catalog is a heat planning guide. 
A dealer, with the guide, can tell 
his customer the correct size heater 
to purchase. In addition, the 
catalog has an illustrated detailed 
specification page showing all 
features available with the model. 

Circle 32 on Readers’ Service Card 


Floor display 


A 4-color floor display is being 
released to Safti-Vent through-the- 
wall gas heater dealers by the H. C. 
Little Burner Co. The display fea- 
tures the 714 in. hole in the wall 
required for installing and fea- 
tures “Plenty of clean, fresh heat,” 
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Capacity 
Ye" to 146” 
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3-Wheel 
Design 
gives quick, clean cuts 
even in tightest places! 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeaeeeseeeeeeeeee 


Compact and light, yet strong, this new 
No. 315 RU@AID 3-Wheel Tubing Cutter 
is extra handy on every job. Just what you need for 
that hard-to-get-at tubing. No skinned knuckles... 
no slow hack saw. Cuts copper, brass, aluminum, steel 
tubing and thin-wall conduit. Handy RIGID fold-in 
reamer protects hands and pockets. Try the new RIEFAID 
No. 315 and you’ll wonder how you got along without 
it. Ask your Supply House today. 








THE COMMERCIAL COOKING 
LOAD IS YOURS 


when you feature ... 


The Keating 14” Trump 


* Automatic Time and 
Temperature Control 


* Instant Temperature 
Recovery 


* Greatest Heat Input Ever 





Instant Recovery FRYERS! 
The Fryer guaranteed to outproduce 


A Fabulous FREE Trial Offer! 


Prove to yourself and to your customers— 
You can’t beat a Keating Fryer! 
Order Keating Fryers for trial installa- 
tions at your customer’s address. If after 
two weeks a customer is not completely 
convinced of the superiority of a Keating 
Fryer, you may return the fryer for full 
credit PLus freight charges—Born Ways! 


‘ 

To learn more about the famous Keating Trump | 

H Fryers and how YOU can extend this generous | 
H trial offer to YOUR customers, write: r 


FRYING EQUIPMENT 
& SUPPLY COMPANY 


KEATING 


all others—gas or electric 


The Keating Trump is the 
only high input (80,000 
BTU’s) fryer approved by 
the AGA for use with LP 
gas. 


a) 


1210 West Van Buren Street 
Chicago 7, Illinois 











Fz leak roof 
proeakereet, 
connections 


SEALING 
COMPOUNDS 


Heat and vibration- 
proof, non-solvent, 
will not shrink, crack 
or crumble. Makes all 
assemblies leak-proof 
and pressure-tight. 
Prevents rust, cor- 
rosion, joint seizure. 


BASIC 
BLENDS 





LIQUID WRENCH ° 


The super-penetrating 
rust solvent 


LOOSENS 


rusted bolts, nuts, 
screws, ‘frozen’ parts 
Liquid Wrench works 
fast...yet is absolutely 
safe for all metals and 
alloys. 


At Industrial, Automotive, 
Hardware, Plumbing Jobbers 


RADIATOR SPECIALTY CO. 


tte, North Corolin 





AGA APPROVED 
HEATERS 





The Brand NEW Armstrong 


Series 200 Vented Circulators—with or 
without radiant feature—designed with that 
“sheer look” to fit in with any furnishings. 
For use with Natural-Mixed, Manufactured 
and LP Gases. 30,000, 40,000, 50,000 and 
70,000 BTU. Finished in Armstrong’s own 
“Mocha-tone” tan with front grille in con- 
trasting gold silicone enamel. Front re- 
movable for easy cleaning. 
Blower converts to a forced air unit in a 
few minutes. 

Write for full specifications, 

also data on all 60 Arm- 

strong models and sizes. 


Armstrong Products Corp. 
Dept. BP, Huntington 12, W. Va. 








“Lower installation cost 70 per 
cent,” and the safety of the units 
totally sealed combustion chamber. 

Circle 33 on Readers’ Service Card 


Mobile radio users guide 


Primarily for business firms con- 
sidering two-way radio for the first 
time, General Electric’s booklet 
shows the numerous ways radio is 
useful to drivers and it illustrates 
benefits accrued by customers of 
those whose cars and trucks are 
radio-equipped. Included is_ in- 
formation on licenses for base sta- 
tions, mobile units and for drivers. 

Circle 34 on Readers’ Service Card 


Flame cutting folder 


A 12-page folder from Linde de- 
scribes several ways in which noz- 
zle construction and proper nozzle 
selection can reduce gas consump- 
tion and nozzle replacement, the 
primary cost factors in all flame- 
cutting operations. The advan- 
tages of chrome-plating and 
swaged construction are also de- 
scribed. 

Circle 35 on Readers’ Service Card 


Gas indicators booklet 

A description of the operating 
principles of gas_ indicators is 
given in a booklet offered by Davis 
Instruments division. The com- 
pany points out that the chief value 
of the pamphlet lies in the fact that 
information it contains is basic, 
and applies to all makes of instru- 
ments. 

Circle 36 on Readers’ Service Card 


Fire fighting information 


American LaFrance has released 
a listing of all fire fighting equip- 
ment and accessories available to 
industry. Data on all models of fire 
extinguishers inspected and ap- 
proved by UL to hoses, accessories, 
safety equipment, and other fire 
apparatus, currently used in this 
country and abroad is included. 

Circle 37 on Readers’ Service Card 


Welded steelcase meter data 


American Meter Co. is now of- 
fering technica] bulletins on its 
welded steelcase meters. Bulletin 
304 gives technical information on 
the entire welded steelcase line. 
Bulletin 303 gives detailed in- 
formation on the W-75 welded 
steelcase meter which has a rated 
gas capacity of 75 cfh. Bulletin 
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302 describes the new W-45 LPG 
welded meter with rated capacity 
of 45 cfh propane. 

Circle 38 on Readers’ Service Card 


Mercury vapor lighting data 

Explosion-proof and dust-igni- 
tion-proof mercury vapor lighting 
fixtures are described in Crouse- 
Hinds bulletin 2705. The bulletin 
lists explosion-proof fixtures with 
five styles of reflectors, all available 
with or without guard. Two styles 
of dust-ignition-proof fixtures are 
also listed. 

Cirele 39 on Readers’ Service Card 


Flexible connector bulletin 

A bulletin released by Universal 
Metal Hose Co. provides specifica- 
tions and prices on this company’s 
line of bronze flexible connectors. 
Designed to convey gases or fluids 
at temperatures up to 400°F. They 
are leak proof and corrosion resis- 
tant. 

Circle 40 on Readers’ Service Card 


Degree-day system folder 


Hidy Brown Recorder Co. has 
published a folder and specification 
sheet, showing how its continuous 
degree-day counter can save dealers 
in L. P. gas up to 30 per cent on 
delivery, bookkeeping and record 
costs. 

Cirele 41 on Readers’ Service Card 


Product literature 


A bulletin, designed to show 
representative items in the “Buz- 
zer” line at a glance with funda- 
mental descriptive matter, tables 
and Btu ratings, has been issued 
by Charles A. Hones. 

Circle 42 on Readers’ Service Card 


Valve stock list 


Automatic Switch Co. has pre- 
pared an 8 page stock list on valves 
available for immediate delivery. 
The list contains prices, valve 
ratings, flow diagrams, _illustra- 
tions, engineering data, etc. 

Circle 43 on Readers’ Service Card 


Automatic transfer switch data 


How to select an automatic 
transfer switch, and applications 
of this equipment are covered in a 
new booklet issued by the Auto- 
matic Switch Co. 

Circle 44 on Readers’ Service Card 
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Your One Supplier with everything in L. P. gas 
and Anhydrous Ammonia Equipment 





PRAEN WIG.AUSI.SA. 


"The Loadmaster" LPG Truck Tank 


PASLEY-DESIGNED Truck 
Tanks (see above and right) 
were first to feature all 
controls from one location. 
All operation is from one 
point—rear compartment. 





BULK PLANTS Pasley LPG and 
Ammonia type installations — a 
turnkey job or engineering for 








your own installation. Write, wire 

















or call. 


Also a complete line of accessory 








equipment. 





Blush Peach 
Sunshine Yellow 
Mustard Lime 
Eureka Orchid 
Lake Blue 





COLOR —The Modern Trend! 


“Pastels By Pasley” —*1i73 your LPC Equipment up. to 


date. Available in the following 
colors . . . (write for information) 


Smoky Grey 
Seafoam Blue 
Wedgewood Green 
Rose Beige 
Desert Rose 





~< 


: Mig. & Dist. Co. 


ee 











in LP-Gas engine perfor 


NOW CENTURY OR MARVEL- 
SCHEBLER CARBURETION IS 
FACTORY STANDARD ON 
LP-GAS MODELS OF THESE 
MANUFACTURERS 


CONTROLLED COMBUSTION CARBURETION produced by Century is dis- 
tinctly different from ordinary LP-Gas carburetion. This difference is the big 
reason behind the switch to Century by more and more truck, tractor and 
engine manufacturers. 

Unlike other LP-Gas carburetion systems, Century controls the gas at the 
carburetor with a metering valve. This control provides perfect fuel-air mix- 


i 
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i 
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i 
1 
! 
John Deere * Towmotor | tures at all throttle settings. Performance is not dependent upon delicately 
i 
i 
1 
1 
1 
I 
1 
1 
! 
l 


Hyster -¢« Clark 
Mercury ¢ Ready-Power 
Cockshutt ¢ Erickson 
Automatic Oliver 


adjusted, spring operated pressure regulators. You get instant response, perfect 
idling and full power with Century 3C Carburetion. 
For complete information, write today! Factory trained consultants are 


_ vai 7 : 
Satie ime available to assist you 


Allis-Chalmers, Buda Div. 
Hall-Scott « Diamond-T 
White ¢ Yale & Towne 


coed ae, 


As 


CENTURY 


LP-GAS CARBURETION 


, : . Centu i 
Export Sales: SinPar Automotive Div., Marvel-Schebler Products Division, i ena 
Singer Products Co., 15 Moore St., New York 4, N. Y. 625 Southside Drive, Decatur, Illinois 


BUTANE-PROPANE News 








® power 


One of the most attractive 
potential markets for conver- 
sion to L. P. gas is the ready-mix 
concrete industry. The thou- 
sands of trucks, mostly with two 
engines each, are particularly 
adaptable to conversion. The 
number of such fleets is grow- 
ing rapidly, and there is hardly 
a city of 5000 or more that does 
not have at least one ready-mix 
fleet. 


HE transit-mix concrete ma- 

chine was developed to sub- 
stitute cheap mechanical power 
for expensive human muscle 
power that was becoming almost 
impossible to get. It serves the 
highly competitive building indus- 
try, where costs are of primary 
importance and competition is ex- 
tremely keen. Under these highly 
competitive conditions, the ready- 
mix operator’s costs are of utmost 
importance. This is where L.P. 
gas enters his picture—it cuts 
costs. 

Unless properly guided, the 
ready-mix operator, like almost 
any other trucker, will be inclined 
to consider only the difference in 
cost of fuel when looking at the 
relative costs of L.P. gas and gaso- 
line operation. This may show an 
attractive saving, but actually it 
is secondary to the cost of mainte- 
nance and down-time on the unit. 

A ready-mix truck represents 
a high investment. It costs a lot 
of money just to own the thing. 
That cost goes on every day, no 
matter whether the truck is earn- 
ing money by delivering concrete, 
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Ready-mix units of Palmetto Concrete, Palmetto, Fla., take advantage of the numerous 
benefits offered by conversion from gasoline to L. P. gas. 


Conversion to LPG pays off 


in ready-mix concrete fleets 


By ROBERT D. BECKER JR.* 
American Liquid Gas Corp. 


*Based on a talk delivered by Mr. Becker before the Montana Ready-Mix Concrete Association 
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Quality in LP-GAS 
Installations 


begins here... | 
GAS CARBURETOR 


and here ssw 
LP-GAS VAPORIZER-REGULATOR 


w. & 


PE2i¥L means “Original Equipment Manufacturer.” It is When you put OEM quality into your LP-Gas 
his responsibility to select engine components, carburetors, installations, you use equipment as pictured here, the 


etc., that will safeguard the reputation of his engines and to finest that money can produce. It is the same Ensign 
assure his own customers the utmost in dependability, equipment used by Original Equipment Manufacturers 

economy and performance. Ensign has been Original Equip- for their tractors, trucks, power units, etc. 
ment on many of America’s leading gas engines for years. Examine these parts carefully. They are built of 
ruggedly designed bronze alloy castings, carefully 
For complete details of all Ensign LP-GAS equipment, '™achined to highest automotive standards. OEM engi- 
send for Catalog 108. neers have learned through many years that they can 
count on Ensign equipment not only for top per- 
formance during a laboratory or field test, but during 
ENSIGKIV csccurctor COMPANY the lifetime of their engines. You, too, may enjoy this 
excellent LP-Gas performance consistently year in and 
1551 E. Orangethorpe, Fullerton, California = year out by specifying Ensign carburetion. Insist on 

Branch Factory: 2330 W. 58th Street, Chicago, Illinois Ensign. Accept nothing less! 
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or costing more money by stand- 
ing in the shop for repairs. And 
in many localities the ready-mix 
business is seasonal—the truck 
can earn its keep only during the 
warmer months. 

Obviously it is important to the 
owner to keep his trucks in ser- 
vice and earning money as many 
days out of the year as possible. 
Here is where L.P. gas carbure- 
tion really pays off. The engines 
last three or more times as long 
between overhauls, and this cuts 
the number of days off the job re- 
quired for major engine repairs 
or rebuilding. 

But this is only one of the fac- 
tors of time saving. In operating 
on gasoline, carburetors require 
overhauling at frequent intervals, 
and every once in a while the fuel 
pump has to be replaced. These 
operations result in down time 
that totals several days during the 
year. 

What do those days of down 
time cost the operator? He will 
have the figures, but will probably 
only work them into the pattern if 
you remind him. He needs to 
know, but probably will not think 
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Schematic drawing of typical motor truck installation 
with dual tanks and straight LPG carburetion. 


of it unless you tell him, that 
down time for repairs or rebuild- 
ing of LPG carburetion equipment 
is only a small fraction of that re- 
quired for the maintenance of 
gasoline carburetors and fuel 
pumps. 


Maintenance cost 

How important this single fac- 
tor of economy may become is in- 
dicated by figures supplied by J. 
A. Denies Co., a large ready-mix 
operator in Memphis, Tenn. (Bu- 
TANE-PROPANE News, March, 1954). 
This company reports that the to- 
tal cost of maintaining LPG car- 
buretors and regulators on its 68 
vehicle fleet for a full year was 
$272.41. The cost of maintaining 
the gasoline carburetors on the 
same fleet when that fuel was used 
was close to $270 per month—a 
saving of nearly $3000 per year 
in mechanical cost alone. The 
number of vehicle days lost while 
that work was being done was not 
reported, but lost earnings must 
have amounted to several times 
the mechanical cost. 

The primary reason for the 
longer engine life, lower mainte- 


nance cost, and reduction of down 
time for engine rebuilding in en- 
gines operating on L.P. gas is due 
to the more complete combustion 
of the fuel because of its complete 
vaporization before it gets into 
the engine. 

LPG burns clean and leaves al- 
most no carbon deposit. It con- 
tains no additives such as those 
now used in all engine gasoline. 
These additives leave certain solid 
products of combustion which 
either add to the build-up of car- 
bon in the combustion chambers 
or may go down through the pis- 
ton rings to contaminate the lub- 
ricating oil. Nor is there the same 
tendency to build up deposits of 
varnish and sludge in various 
critical parts of the engine. 

This clean combustion contrib- 
utes to cleaner oil, which may be 
used two to three times as long as 
in the gasoline engine, thereby of- 
fering another important saving 
in operating cost. 

Ready-mix truck engines, par- 
ticularly the one that drives the 
truck, are generally subject to a 
type of service that results in 
more than ordinary engine wear. 
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Most runs are short, and many are 
through city traffic. They operate 
with numerous starts, stops, and 
long idle periods, and a high per- 
centage of time they are either 
accelerating or decelerating. This 


keeps the carburetor working in 
the rich range a great deal of the 
time. 


With gasoline, this means that 
much of the time there is a sur- 
plus of gasoline in the cylinders 
that can not be completely burned. 
Some is partially burned and pro- 
duces carbon. More is not burned 
at all, and some of this dilutes the 
lubricating oil even under the 
most favorable operating condi- 
tions. 

Under cold engine conditions, 
which are frequent, unvaporized 
gasoline enters the combustion 
chambers as liquid droplets. This 
tends to wash the oil off the cyl- 
inder walls and increases the rate 
of wear on walls, pistons and 
rings. 

Because L.P. gas is completely 
vaporized before it reaches the 
carburetor, it does not dilute the 
oil or wash it off the walls. Thus 
there is less wear in the engine. 
It takes much longer for the LPG 
engine to reach the stage where 
rebuilding is necessary. This not 
only gives much longer useful en- 
gine life, but also reduces the 
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A fleet of 25 ready-mix trucks 
converted to LPG in Jackson, 
Miss. 


number of days in any given pe- 
riod of years that the vehicle must 
be laid up for engine rebuilding. 
The operator not only saves those 
costly lost days, but also saves the 
cost of those extra rebuilding jobs 
that his engine must have as long 
as it operates on gasoline. Ob- 
viously, with less frequent repair 
jobs to take care of, less shop 
space and labor are required to 
maintain the LPG fleet. 


Half the down-time 


How much this can amount to 
is indicated by the experience of 
a large building material dealer 
in Louisiana operating a fleet of 
150 vehicles, about half of which 
are ready-mix units. This fleet 
has grown rapidly, doubling in 
size since it was converted from 
gasoline to propane. The same 
number of mechanics take care of 
the present fleet as were required 
when half the present number of 
vehicles were operated on gaso- 
line. By simple arithmetic this 
means that the down-time per ve- 
hicle per year has been cut in 
half, and a corresponding gain in 
earning time has been made. 

The owner of this fleet stresses 
another point in favor of propane. 
They have not lost an engine due 
to overheating on account of low 
radiator water since switching to 


propane. Water from the cooling 
system is circulated through the 
LPG converter to provide heat for 
the vaporization of the fuel. A 
low water level or broken water 
line stops this circulation through 
the converter. The refrigerating 
action of the vaporizing fuel then 
causes the converter to freeze up, 
thus stopping the flow of fuel. The 
engine stops from lack of fuel be- 
fore any damage can occur from 
over-heating. Sending a service 
man out to make any necessary 
repairs and refill the radiator is 
far less expensive than replacing 
a ruined engine. 


More advantages 


Other advantages that should 
be of interest to the ready-mix op- 
erator should also be brought to 
his attention. They include: 

Vapor-lock is unknown in pro- 
pane-operated vehicles. The fuel 
is under pressure all the way from 
the tank to the regulator. 

The exhaust of a properly car- 
bureted LPG engine is colorless, 
odorless, and free from dangerous 
amounts of carbon monoxide. 
Residents of city areas are becom- 
ing increasingly sensitive to ex- 
haust fumes, and this feature of 
propane operation has high pub- 
lic relations value. 

Pilferage of fuel from the com- 
pany storage, and _ particularly 
from vehicle tanks, is almost im- 
possible. The “tubular credit card” 
does not work with this fuel sys- 
tem. LPG conversion ends the 
business of sending a service man 
and truck out to take fuel to a 
truck that should still have plenty 
of gas in its tank. 

Propane is safer than gasoline 
in case of a collision. Gasoline 
tanks involved in street and high- 
way accidents frequently rupture, 
causing fires that many destroy 
the truck, or other property, or 
even take lives. Rupture of the 
quarter-inch steel propane tank in 
an accident is almost unknown. 
Even if some other part of the fuel 
system is torn apart, the excess- 
flow valve in the fuel tank, outlet 
closes automatically, thereby pre- 
venting loss of a dangerous 
amount of fuel. 


The importance of this is shown 
by the operating statements of the 
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GIANT MARKETS 


GROWING LARGER 
EVERY DAY 


FARM TRACTORS & EQUIPMENT 


S2E6824 
“ai 


TRUCKS, TAXIS, BUSES & CARS 


HS 
nar’) ai 
a ate 


' <4G885 
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WIDESPREAD INDUSTRIAL USE 


SELL THE LARGEST L. P. GAS MARKET WITH ZENITH, 
THE WORLD’S FINEST L. P. GAS SYSTEM 


Any way you look at it, L. P. gas carburetion can be one of 
your biggest sources of income. 

First of all, there’s a profit for you every time you sell a 
Zenith L. P. Gas 


here actually runs into millions of units. 


Carburetion unit—and the sales potential 


Second—farm tractors, trucks, taxis, and industrial users are 
big-volume, year-round users of L. P. gas. Every Zenith instal- 
lation means a real boost in fuel sales. 

Last, but far from least, Zenith has a nation-wide organiza- 
tion of factory-trained distributors who are ready and willing 
to work with you if installation or service of Zenith L. P. Gas 
Carburetion systems present any problem. 

Here, indeed, is an opportunity for alert L. P. gas dealers 
and distributors to go after the biggest sales potential in the 


Zenith Carburetor Division 


696 Hart Avenue, Detroit 14, Michigan 
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field with a line of L. P. gas systems second to none—backed by 
a nation-wide service organization equipped to help you with 
every type of technical or mechanical problem from original 
installation to complete service follow-up. 

If you are interested in big-volume business, write our L. P. 
detailed 


carburetion sales department today for complete 


information. 


® 
FAA IE ee 
has more expertence tn more fields 


with more engine types than any other carburetor 


"Bend 


AVIATION CORPORA 


manu facturer. 
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Ready-mix concrete vehicle tanks are filled rapidly with a properly-engineered modern 


LPG installation. 





Chicago Transit Authority. Their 
city bus fleet using propane now 
numbers more than 1300 vehicles, 
with an accumulated total of more 
than 50 million miles. Since the 
start of its operation on propane, 
this company has not lost a single 
propane bus by fire. Total loss of 
vehicles by fire has occurred in 
this fleet on buses using gasoline 
and diesel. But one propane bus 
was cut completely in two by col- 
lision with a train, without catch- 
ing fire. 


Costs less, too 


In most parts of the country, 
the cost of propane for motor fuel 
is less than the cost of gasoline. 
How much money this will actual- 
ly save depends partly on the dif- 
ferential in fuel cost and partly 
on how efficiently the engine is 
able to utilize each fuel. 

On the engine that drives the 
truck there will generally be a 
slight loss in miles per gallon un- 
less modifications are made to give 
increased efficiency with LPG. 
Propane has a very high anti- 
knock value—considerably better 
than gasoline. It is therefore pos- 
sible to operate on a higher com- 
pression ratio than on gasoline, 
which gives increased power as 
well as higher mileage. 

Compression is raised by in- 
stalling a high compression head, 
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or high compression pistons, or by 
planning the existing head. It is 
better to make a moderate increase 
in compression ratio to avoid 
throwing other engine factors out 
of balance. The customary prac- 
tice is to increase the compression 
about one ratio, and this treat- 
ment is generally used only on the 
engine that drives the truck. 

The engine that turns the mixer 
drum is not subject to heavy work, 
and consumes only a_ limited 
amount of fuel. It operates in a 
range that is not very efficient on 
gasoline, but is considerably more 
efficient on propane. This is be- 
cause the completely vaporized 
fuel is distributed much more 
evenly in the manifold, avoiding 
the need to run some cylinders 
rich in order to get a normal mix- 
ture in the leaner cylinders. 

Both power and economy are 
considerably improved by cooling 
the intake manifolds of both en- 
gines. This can be done either by 
replacing the hot gasoline mani- 
folds with special unheated mani- 
folds, or by altering the original 
gasoline manifolds to eliminate 
the “hot box” and separate the in- 
take and exhaust sections from 
physical contact with each other. 


Valves and valve seats 


Engine manufacturers usually 
recommend that hard surfaced 


valves and valve seats be used 
when the other modifications are 
made. The engine manufacturer 
or its dealer should be consulted 
before modifications are made to 
any engine as the increased power 
may be limited by other engine 
factors. 

Propane fleet operators have re- 
ported that on city driving and 
short runs, mileage per gallon of 
propane is comparable to that of 
gasoline; however, on long runs it 
will run 10 to 15 per cent below 
that of gasoline. This comparison 
is generally made at the time both 
engines are in top running order. 
A similar check three to six 
months later could tell a some- 
what different story. The efficiency 
of the propane engine will de- 
crease considerably slower than 
that of the gasoline engine be- 
cause of the lack of carbon de- 
posits on spark plugs, valves and 
cylinder walls, and the smaller 
amount of engine wear. 

Since most ready-mix operations 
have ample space available for 
storage tank installation, and the 
vehicles never leave the home base 
far enough to require refueling 
anywhere else, fuel supply is sel- 
dom a problem. By proper engi- 
neering of the storage and dis- 
pensing system and the use of 
large capacity vehicle tanks, many 
operators have been able to cut 
down the service time required 
for filling the vehicle tanks. They 
get a faster flow into a larger 
tank, and do not have to fill so 
often. 

All of these savings and advan- 
tages make the use of propane in 
ready-mix engines especially advan- 
tageous. The ready-mix fleet is 
also a highly desirable customer 
from the standpoint of the L. P. 
gas dealer. It provides a steady 
year-round load in mild climates 
where concrete construction goes 
on throughout the year. In north- 
ern climates, where winter house 
heating gives the dealer a load 
balancing problem, most of the 
fuel that goes into the ready-mix 
fleet is used during the warmer 
months. One ready-mix truck will 
provide load to balance several 
house heating jobs, thus providing 
the means to increase volume dur- 
ing both seasons. a 
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CARL ABELL, editor of 
BUTANE-PROPANE News and 
author of the Butane-Propane 


Power Manual, discusses . . 





Handling operating 


problems of 


L. P. gas engines 








Part three 


Le the general engine con- 
dition, cranking speed, and 
ignition strength taken care of, 
we finally come to the fuel system. 
If the previously discussed items 
are all in order, and the engine 
still does not start, the manifold 
probably does not contain a com- 
bustible mixture. It may be too 
lean, or too rich, or there may be 
no fuel at all. 

The fuel mixture must be with- 
in a certain rather limited air- 
fuel-ratio range, or it will not 
burn. These limits are only a bit 
different with butane and propane 
than they are with gasoline, as 
shown in Table 2. 

It is very easy to “flood” an 
L. P. gas engine by using the 
choke too long. With a balky en- 
gine, the temptation to keep on 
choking it, as we do with gasoline, 
becomes very strong. 


Using the choke 


But we should bear in mind 
that no propane engine really re- 
quires choking as we think of it 
in connection with gasoline. When 
the fuel tube, between the regu- 
lator and the carbuetor, becomes 
filled with undiluted fuel vapor, 
flowing normally, the mixture 
coming through the carbuetor is 
just as combustible as it will ever 
be. 

The only 
choke in the 


purpose of the 
propane’ system, 


whether it is operated by hand or 
by an electric circuit, is to re- 
enough fuel through the 
regulator to drive out the air 
which may have crept into the 
fuel tube while the engine was 
not operating, and thus enable the 
carburetor to draw a normal oper- 
ating mixture. No richer mixture 
is ever required, even in the cold- 
est weather. One quick touch of 
the choke does all that is neces- 
sary. 

The Ensign carburetion system, 
which is standard equipment on 
the majority of factory-equipped 
tractors, and has been widely 
used for the conversion of all 
types of engines, offers an ap- 
parent exception to the 
statement. 

Most models of Ensign 
buretors are equipped 
separate starting device, which is 
actually a 
This is put into 
pulling a choke button, and 
leaving it in the “out” position 
until the engine has started and 
is firing regularly. 
choke button not only opens up 
the starting system, but it also 
off the main carburetor 
by turning a butterfly valve in 
the air horn. 

The engine will start and idle 
on this starting “circuit”, but its 
capacity is not large enough to 
develop operating power. The 
choke button must be pushed com- 
pletely down to permit normal 
power production. The idling cir- 


lease 


closes 





TABLE 2. EXPLOSIVE LIMITS OF HYDROCARBON FUELS 





above | 


car- | 
with a | 


miniature carburetor. | 
operation by 


Pulling this | 


for long wear 
foam al olachiteyal 
fast pick-up 
convert JOHN DEERE tractors 
with 


Alo} i hie)) 
VANASIL 
PISTONS 


LP conversions of John Deere and 
MM-"U” tractors result in more power 
and performance with Johnson Vana- 
sil Pistons. Newly patented Vanasil 
amazingly combines the hardness of 
cast iron with the lightness of alumi- 
num. Precision Johnson machining and 
engine “know-how” keeps pistons snug 
without sticking. Tractor vibration is 
kept Jow ... stalling eliminated... 
pick-up increased. 

For John Deere A, G, “50”, “60” 
and “70”... also Minneapolis-Moline 
“U”. Johnson Aluminum Pistons are 
available for John Deere A, B, D, G 
and H models 


> 


JOHNSON COLD MANIFOLDS FOR LP 
GAS keep constant flow at correct temper- 
atures... are available for: 
John Deere A, B, D, G 
International H, M, W-9 
Allis-Chalmers W, WC, WD, WF 
Ford 600, 700, 800, 900 Series 


—also International and Chevrolet trucks. 


(Per Cent of Fuel in Air Necessary to Support Combustion) 
Hydrocarbon 


Gasoline 1.30 6.0 
Butane 2.01 8.70 
Propane 2.42 9.64 


Lower Limit Upper Limit WRITE for literature and prices. 


JOHNSON 


MACHINE SHOP 
Dept. B-23 914 E. Howard St. 
Pontiac, Illinois 


The above figures are given by volume. Air-fuel-ratio analyzers give readings in terms of weight 
and the proportions appear quite different, since gasoline is about 50 per cent heavier than LPG 
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Has been proven by | 
the many WESTERN 
TANK firsts which 
are now standard 


in the industry. 


ANOTHER 
WESTERN 
TANK 


FIRST manufacturer to supply 
tanks to match tractor colors. 


FIRST to manufacture replacement 


tanks to tractor manufacturers’ 
specifications. 


FIRST to manufacture the AD- 
JUSTO, the tank that fits every 
pickup made. 


MOTOR FUEL & TRACTOR TANKS 


WESTERN TANK AND STEEL CORP 
BBOCK 


DALLAS 


Fully-Illustrated, Installation 
Catalog... 

and weekly stock lists are available 
from your Western Distributor — 
Write for his name & address. 
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cuit lever on the carburetor, and 
the butterfly in the air horn, must 
be interconnected so when one is 
completely open, the other is com- 
pletely closed. The throttle should 
be from 4 to % open for starting. 

With this carburetion system, 
no mechanical means is provided 
to release fuel from the regulator 
into the carburetor. This can only 
be accomplished by blowing into 
the balance port on the regulator, 
an expedient which is seldom nec- 
essary except for testing the reg- 
ulator. 

Most other carburetion  sys- 
tems are provided with either 
manually or electrically operated 
plungers which open the second- 


ary regulator valves to release | 
extra fuel for starting. Whether | 
they are actually operating the | 
regulator valve can be very easily | 


checked by listening with the ear 


close to the regulator. When the | 
plunger is actuated, there should | 
be a slight audible hiss. Again we | 


caution against the over use of 


these devices. As soon as the fuel | 
tube is full of fresh fuel, the | 
“choke” has accomplished its pur- | 
pose, and any further choking is | 
likely to produce a mixture that | 


is too rich to start. 


Priming problems 


The electrically operated prim- 
ers of any of these makes may be- 
come inoperative, due to the ordi- 
nary causes which affect electric 
circuits. If they fail to operate in 
response to the switch, the engine 
may start hard due to lack of 
priming. 

Whether or not the primer is 
operating may be checked by turn- 
ing the ignition switch on and off, 
and listening for the audible click 
which accompanies the movement 
of the plunger. If it is not heard, 
it indicates failure of the electric 
circuit. 

The Century and Dix systems 
are designed so the priming may 
be done by hand if the electric cir- 
cuit fails. This is accomplished by 
pressing the plunger momentarily, 
until the hiss of the escaping fuel 
is heard. With the Algas system, 
emergency priming may be ac- 
complished by blowing into the 
breather hole on the regulator 
cover. 

A different situation may be en- 





for combination LP-Gas 
and gasoline systems 
a, @ Revolutionary design 
. "IGA Ss  § @ Fast, simple installation 


Your Assurance @ Fits four barre! carburetors 











of High Quality @ Write for facts today 


AMERICAN LIQUID GAS CORPORATION 


1109 SANTA FE AVENUE ° LOS ANGELES 2), CALF 


Red Warning Light 
Flashes when 
LPG is low! 


FUEL 
INDICATOR 
KIT 


END DELAYS AND EXPENSE 
CAUSED BY “OUT OF FUEL” 


Positive, “can’t-fail” signal flashes low fuel 
warning in plenty of time to reach refuel- 
ing point. Simple, sure, accurate. In full 
view of driver at all times. Fits all indus- 
trial trucks. Easily installed in minutes. 
Quickly pays for itself. Order today, 
specify 6 or 12 volt system. 

LPG TANK 


MOUNTING BRACKETS 
NEW, IMPROVED DESIGN 
For Materials Handling 
Equipment. Safe, Sure! $24 


Change Tank in | minute. 
r] Write for new Quantity Price List 


Be ce ee ee ee ee eee ee 


BRAKE MANUFACTURERS, INC. 
1711 Race Cincinnati 10, Ohio 


BUTANE-PROPANE News 





countered as the result of inde- 
pendent field conversions with 
systems installed by “spudding in” 
to the regular gasoline carbure- 
tors. With most of these jobs in- 
stalled in this manner, the regular 
carburetor choke is used. The 
choke button should be returned 
to the dash after two or three 
turns of the crankshaft. There is 
no need to “taper off” the choking 
action. As soon as the mixture is 
rich enough to fire, it is rich 
enough to run. 

Beam, Cyclone, Marvel-Shebler, 
and the old Roadmaster carbure- 
tors have no means of priming the 
fuel tube from the regulator. With 
these makes, the customary carbu- 
retor installation is by means of 
an adapter ring, which is placed 
between the carburetor air horn 
and the air filter. Closing the 
choke, which is between the me- 
tering unit and the venturi, makes 
it impossible to start the engine. 
All three of these carburetion sys- 
tems use what is called a “leaker 
type” regulator. The secondary 
regulator spring is adjusted with 
the right amount of tension so 
the valve leaks and provides the 


DON'T RAISE THAT 
COMPRESSION! . . . install an 
ELLIS (extra cold) MANIFOLD 


Leading LPG engineers are sold on the merits of 
Ellis Bu-Power (Extra Cold) Manifolds. These 
manifolds give high-compression performance with 
low-compression reliability. Head gasket, ring 
and bearing troubles are minimized 

Get the most out of your LP truck with an Ellis 
Dualexhaust Manifold. This latest addition to the 
Ellis line has proven far superior to the so- 
called improved 3% x 4°" exhaust systems in test 
after test under actual road conditions. 

By lowering combustion chamber temperatures 
and reducing back pressure, Ellis Dualexhaust 
increases horsepower. Used with the Bu-Power 
Manifold, it gives your truck power that exceeds 
gasoline horsepower. This is possible only with 
an Ellis Manifold. 


ELLIS MANIFOLD CO. | Phone 
3134 East Washington Blvd. LUdlow 
Los Angeles 23, California 8-6338 


In most cities dial information for the 
number of Ellis Manifold Distributor. 
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fuel that is necessary for idling. 

To prevent leaking when the en- 
gine is not running, an electric 
lock-off valve is installed in the 
fuel line, interconnected with the 
ignition switch so that when the 
ignition is turned off, the fuel is 
also turned off. Since the fuel 
starts to flow into the tube be- 
tween the regulator and the car- 
buretor as soon as the ignition is 
turned on, no choking is neces- 
sary—you just turn the switch 
and wait a moment—not too long. 
Like any other carburetor, these 
can be flooded. i 





Sales policies 
(Continued from page 45) 


Some dealers make use of service 
coupons for purchasers of new ap- 
pliances. The customer gets a book 
with a certain number of coupons 
in it—each good for one service 
call. She will usually use these 
wisely, trying to save them if pos- 
sible. When the coupons are gone, 
she will realize a charge will be 
made. 

Customer education is an impor- 
tant service policy. A good policy 
is for the salesman to make a re- 
turn call on an appliance purchaser 
to make certain she is pleased with 
her purchase and that she knows 
how it works. 


Returns 


Returns and exchanges of mer- 
chandise will take place and policy 
is necessary to meet the situation. 
A time limit might be set for re- 
turn or exchange, or possibly a 
fixed discount based on time of use. 
Returns and exchanges can be 


drastically reduced by proper sell- 
ing in the first place. 


Leasing 

Appliance leasing is meeting 
with success in many areas. If the 
dealership decides to enter the leas- 
ing field, the leasing program will 
of course require a complete set of 
policies. 

Leasing broadens the market to 
include persons without the down 
payment required for buying. Leas- 
ing with an option to buy is like 
installment buying but without the 
first steps. 

Policies necessary with this type 
of program include: which appli- 
ances will be leased, for what 
minimum period, does the lessee 
have the option to buy, will the 
lessee who buys get a new appli- 
ance or keep the same one, what 
about servicing, what about price? 


Competition 

Even competition requires sales 
policies—policies on how to handle 
it. A policy on the gas vs. electric 
water heater, for example, will 
have the effect of all of your sales- 
men saying the same thing and 
thereby showing a united front. 
Similarly, policy on defending 
against competitive claims will re- 
sult in a united defense. For ex- 
ample, what does the salesman say 
when he is challenged as to the 
safety of LPG? 

Sales policy assures that all sales- 
men are consistent with each other 
and with the business itself. It en- 
ables the salesmen to represent the 
dealership with authority and gives 
them another important boost to- 
ward closing the sale. é 





Parkhill Nozzles 

lock on and open fuel 
valves in 3 seconds... 
On release, automati- 
cally vent away from 
hands. 


Two sizes: Domestic 7”, 
Truck 11” overall. 


arkhill 





Safety Hose Nozzles 


1. Time Tested 

2. Quick Filling 

3. Simple and Safe 
4. No Cold Burns 


Write for Information 


PARKHILL-WADE 


2264 Huntington Drive, San Merino, Calif, 





CLASSIFIED Advertising 


All Classified Advertising payable with order. 
Copy must reach publisher’s office prior to 
the Ist of the month preceding publication. 
Address: Classified Advertising Materials, 
BUTANE-PROPANE News, 198 S. Alvarado 
Street, Los Angeles 57, Calif. 





DISPLAY CLASSIFIED 


$12.00 a ena | _ per issue. Choice of as. 
* 2% 10 type for headings. Set 
th 1 LATE ag aximum ad size 3”. No 
pone permitted. “Publisher will set ad for 
maximum effect in space purchased. 











UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 6 pt. type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 
DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
undisplaved ads. 








SITUATIONS WANTED 





POSITION WANTED: IN L. P. Carbure- 
tion Industry. Five years experience of suc- 
cessful selling, establishing dealerships, and 
conducting schools. Desire to locate in South- 
west or Midwest. Reply Box 106, BUTANE. 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 





20 YEARS LP EXPERIENCE, Presently in 
LP business for self. Wants travel South 
Carolina. Only top-drawer appliance or equip- 
ment manufacturer. Reply Box 108, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 





POSITION WANTED AS MANAGER of 
L.P.G. business. Successful L.P.G. sales back- 
ground and management experience. Reply Box 
111, BUTANE-PROPANE News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 





HELP WANTED 





COMMISSION SALESMAN FOR LP-GAS 
and appliances in South Florida. Reply Box 98, 
BUTANE-PROPANE News, 198 So. Alva- 
rado St., Los Angeles 57, Calif. All replies 
confidential. 





MANAGER GAS PROPERTY NEW EN- 
GLAND—nationwide company has " challenging 
opening for progressive sales minded manager 
for manufactured and bottled gas utility serv- 
ing a community of approximately 35,000. Send 
complete resume of experience to Box 104, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57. Calif. 





ASSISTANT SERVICE MANAGER. Thor- 
oughly experienced management man all phases 
LPG service and delivery operations for large 
South Florida concern. Send complete resume 
and photo to Drawer 38P, Little River Station, 
Miami, Fla. 





HELP WANTED (Contd.) 








WANTED: 
SALES REPRESENTATIVE 


Experienced in L. P. G. system sales to 
travel eastern and central states. Must 
be aggressive, willing to work and fa- 
miliar with the territory. In applica- 
tion, please give complete background, 
sales experience and attach a recent 
photograph. 

REPLY: BOX 107, BUTANE-PROPANE News 

198 So. Alvarado St., Los Angeles 57, Calif. 














BUSINESS OPPORTUNITIES WANTED 





WANTED TO BUY: PROPANE PLANTS 
Upper Mid-West, also used tanks 100# to 
30,000 gallon size. Reply Box 99, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 





BUSINESS OPPORTUNITIES OFFERED 








NATIONAL SALES MANAGER 
Must have wide experience in LPG Indus- 
try and have good national acquaintance with 
members. Excellent opportunity for the right 
man. Write full resume including recent 
photo to 

LPG Truck Leasing, Inc. 
1920 MeGee Trafficway, Kansas City, Missouri 
Attention: 8. M. Lovell 








WANTED: 


AGGRESSIVE SALES REPRESENTATIVES 


in Minnesota and North Central States for LPG 
and NH3 storage and system sales. Free to travel. 
Previous sales experience and knowledge of L. P. 
Gas Industry helpful. State complete background 
and sales experience in application to: 


Manager, LPG & NH3 Equipment Sales Division 


The J. B. Beaird Co., Inc. 
P. 0. Box 1115, Shreveport, Louisiana 





LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest. 
Have number desirable plants for sale. LE 
BRODD, lege oo egg MARKETERS, _ 605 
Produce Bank Bldg., Pp Mi 


FOR SALE—FLORIDA GULF COAST Gas 
business, includes bulk storage, railroad siding 
and fleet modern trucks. roximately 2000 
accounts, gallonage increase 1 Apr A year since 
start. Reply Box 105 BUTANI E-PROPANE 
a 198 So. Alvarado St., Los Angeles 57, 
alif. 


INCOME TAX SAVINGS OPPORTUNITY 
—Oil Investors needed to develop off-set oil 
and gas production properties. $1,200.00 to 
$15. 000.00. Reply Box 110, BUTANE-PRO- 
PANE News, 198 So. Alvarado St., Los An- 
geles 57, Calif. 


FOR SALE—THREE LP GAS COMPANIES 
in Missouri with gallonage of 5,665,400. Cash 
earnings $177,360 annually. $400,000 cash 
required to handle terms. Can be purchased 
separately. Mel Putnam, Federated Petroleum, 
3230 University, Madison, Wisc. 














FOR SALE—TRUCKS - TRAILERS - Cont. 





HAUL MORE PROPANE AND LESS 
STEEL! LOAD AND UNLOAD FASTER! 
Save the annual Federal tax en trucks that 
weigh more than 13,000 Ibs! Users praise the 
Nor-Tex 2500 WG Single Barrel Payload 
Special of 202B X-rayed material and stress 
relieved. Weighs only 12,890 lbs. completely 
equipped with High Flow Plumbing, eter, 
Hose, Hose Reel, Fire Extinguisher and mounted 
on cab-forward truck with 108” cab to axle di- 
mension. Increased capacity pump boosts de- 
liveries. to. 50 GPM. apor manifold permits 
easy di and unloading of 
twin feos with either compressor or liquid 
pump. These Por Ti carefully engineered and 
sleek designed Nor-Tex Single and Twin units 
are produced in four attractive models: The 
“Standard’—the ‘“‘Custom”—the payload ‘‘Spe- 
cial” and the “DeLuxe.” That's not all! Twin 
units, up to 2000 WG, are mounted on 85” 
cab to axle. Start hauling more gas and less 
steel. Do it profitably and in much less time. 
Phone, wire or write for prices now. TH 
TEXAS TANK CO., Denton, Texas. Phone 
DUpont 2-5416. 








FOR SALE: ONE 1950 TWO TON NEW 
engine Chevrolet truck with 25,000 miles on it. 
A 1600 water gallon tank installed in 1954 with 
100 feet of vapor and liquid hose and Viking 
pump. Newly painted and in use every day. 
Quick selling price $1,875.00. Contact Preston 
County Gas, Inc., Kingwood, West Virginia. 





FOR SALE—USED PROPANE DELIVERY 
TRUCKS. Late model units, ready to go, 1000 
to 1600 WG. Also, New Units all sizes. Long 
term financing. We trade. White River Dis- 
tributors, Phone 570, Batesville, Ark. 


USED PROPANE TRANS 
1—4600 w.c. single barre] unit 
and 1—4900 w.c. twin barrel unit. Both units 
in good condition and priced to sell. United 
Propane Company, P.O. Box 1322, Decatur, 
Illinois. 





FOR SALE: 
PORT trailer. 








FOR SALE — TRUCKS - TRAILERS 





PROPANE DELIVERY UNIT. BRAND 
NEW. 1800 WG twin Model 200 ~~ cabi- 
net) mounted on 1958 Chev., 2 ton, 2 s 

9 x 22%, 10 ply rear tires, ONLY $4,695. 00 
Tax Paid. Plumbing, meter, hose, etc., extra. 
We Trade. Also, used units. White River 
Distributors, Phone 570, Batesville, Ark. 











DELIVERY UNITS: SINGLE OR 
Twin Barrel. Our prices are competitive. 
We invite comparison between the equip- 
ment and price on our units with any com- 
petitive units. We believe we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone, 
Lubbock Machine & Supply Co., Inc. 
Drawer 1589, Lubbock, Texas. 








SPECIAL 
THIS MONTH ONLY 


You can BUY OUTRIGHT a BRAND 
NEW 1958 Chev. 2 ton, 2 speed, HD 
springs, 825 x 20, 10 ply tires with 1800 
WG twin propane tank, Viking pump, 
Neptune Printer Meter, 20 lb. fire 
ext., 75’ each filler and vapor hoses, 
ICC lights, piped and painted com- 
plete with rear cabinet and controls. 


READY TO USE, ONLY— 
$618.00 Down, and 36 payments of 
$175.64 each, INCLUDING interest. 


Why lease a truck for $250.00 per 
month and still not own it? We have 
only 10 trucks available on _ this 
SPECIAL. Call Today. 
WHITE RIVER DISTRIBUTORS, INC. 
Phone 570 Batesville, Arkansas 
WE SAVE YOU MONEY 
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CLASSIFIED Advertising 








FOR SALE—TRUCKS - TRAILERS - Cont. 


FOR SALE—MISC. Cont. 





PROFESSIONAL SERVICES 





USED PROPANE DELIVERY TRUCKS, 
1200 GALLONS W.C. Presently in use and 
being replaced with larger units. United Pe- 
troleum Gas Co., 4820 Excelsior Blvd., Minne 
apolis 16, Minnesota. 





TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas. 





DEALERS—INVESTIGATE ADDITIONAL 
LPG COMMERCIAL LOAD OL HICK’RY 
BARBEQUE OVEN 22 cu. ft. 200-500 Ib. 
capacity. Genuine hickory flavor using gas. 
Janda Company, Box 301, Cedar Rapids, 
owa 


FOR SALE: NATURAL GAS COMPANY 
has limited supply of Propane and Butane 
equipment consisting of Compressors; Gas-Air 
Machines; Liquid Pumps; Ransome, J.C.R., 
and Heller Tubes; Tube Runs; and, Vapor 
izers Anyone desiring information please cor 
respond with Cascade Natural Gas Corporation, 
222 Fairview Ave., North, Seattle 9, Washing 
ton 








TRINITY BULK TRUCK UNITS 


In Stock — Immediate delivery Twin 
1400 through 2450 WG your chassis 
or ours. 
There’s more cold weather ahead . . . 
or wire: RAY REEDY 

TRINITY STEEL CO., INC., 
DALLAS, TEXAS PHONE FL 7-396! 


call, write 














FOR SALE—TANKS - CYLINDERS 








SKID TANKS 
— IN STOCK NOW — 


3000 gallon size built especially rugged for 
oil field use. Write, wire or phone 
Lubbock Machine & Supply Co., Inc. 
P. O. Drawer 1589 
Lubbock, Texas 











NOW—IMMEDIATE DELIVERY 


250% WP Propane Storage Tanks, 1000 

thru 3380 Gallon 46” diameter, 2180 thru 
7880 gallon 60” diameter, 9050 thru 16,800 

= 84” diameter. Phone, write, wire, 
ueprints furnished. 


Ray Reedy, Trinity Steel Company 
Dallas, Texas Phone FL 7-3961. 





SURPLUS HEATING EQUIPMENT 
(5 mo. temporary heat at the Air Academy) 


22 ea. Reznor duct heaters, 300,000 BTU LPG 
with 6M cabinet blowers, % HP motors 110-220V, 
factory installed fan and limit adj., connecting duct, 
T42A thermos. range 40° to 80°. All like new 
8 ea. Reznor blower heaters 250,000 BTU, LPG with 
twin blowers, two 4% HP motors 110-220V, all con- 
trols—like new Prices approx. 70% from list 
prices—-FOB Air Academy site. 


ELMO HALL, 1130 East Yale Ave. 
Englewood, Colorade 








WE MAKE STENCILS 


To Spray Paint your name and product on LP Tanks, 
bottles, ammonia trailer tanks, petroleum farm 
tanks, ete. Made with Certifine Tympan treated 
paper. Can be re-used many times cutting your 
sign costs to pennies per sign. Letters 2” to 6” 
size. Make your equipment advertise for you. What 
do you need We'll quote you 


L. E. TOWNSEND 
Box 467, Planters Oi! Co., Manila, Arkansas 

















WANTED—MISCELLANEOUS 





WANTED TO BUY: 500-1000 USED cyl 
inder service systems. Should have automatic 
regulator, hood, post and base. We will re 
condition. Reply Box 109, BUTANE-PRO 
PANE News, 198 So. Alvarado St., Los An 
geles 57, Calif. 





FOR SALE—MISCELLANEOUS 





FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto 
matic temperature and pilot control. Less pro- 
duct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Company. 
P.O. Box 396, Beloit, Wisconsin. 





DIXIE SEMI-LOCK HOODS. ALUMINUM 

and Aluminum coated steel. Wall bracket or 

free standing. GUARANTEED mechanically 

for life. $3.00 up. Dixie Manufacturing Com- 
ny, Elizabethtown, Kentucky. Box 65. Phone 
lect RO-5-9229. 





DECALS MADE FOR TRUCKS, EQUIP- 
ment. Small or large quantities. Catalog free 
Mathews Co., 827 S. Harvey, Oak Park, Ill. 
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SERVEL GAS REFRIGERATORS 


BN600A S600A S400A 


Used: Guaranteed in good operating order. 
Excellent condition. Low delivery cost any- 


where. Send for illustrated folder NOW 


BEACH REFRIGERATOR CO. 
196-11 Northern Blvd. Flushing 58, N. Y. 


Phone Flushing 7-616! 





LET MY 30 YEARS OF PRACTICAL “LP” 
experience assure you maximum profits. Equio- 
ment revisions, property evaluations for sales 
or refinancing, and assistance on legal suits also 
supplied. Floyd F. Campbell, Management 
| naman 821 Crofton Ave., Webster Groves, 
LO. 





PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Installed 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Florida, 
Georgia, Kansas, Louisiana, Mississippi, 
New Mexico, Oklahoma and Texas. 

PAN AMERICAN FIRE & 

CASUALTY COMPANY 

Earl W. Gammage, President 


P. ©. Box 1662 Houston, Texas 








INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 

















BUSINESS RECORDS 


BUSINESS RECORD FORMS. ALL- 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de 
liveries. 1000 sets (3 part) imprinted with name, 
address and telephone. $18.00 r 1000 sets. 
se SYSTEMS, WOODSIDE 77, 











EDUCATIONAL SERVICES 








The L. P. Gas Industry is grow- 
ing—are you prepared to grow 
with it? ... 


Important jobs must be filled NOW 
in: 


@ Research & Development 
* 


Sales ®@ Distribution 
® Supervision and Manage- 
ment 
You can qualify with a degree in 
GAS FUEL TECHNOLOGY 
18 months course sponsored by the LPGA 
For information write: Mr. Earle A. Clifford 


SOUTHERN TECHNICAL INSTITUTE 





Chamblee, Georgia 





The KNOW-HOW 
BOOK for LPG 


* Dealers + Salesmen - Servicemen 


The Bottled Gas Manual has been ac- 
cepted by many companies as the quick- 
est way to acquaint new sales and ser- 
vice men with typical bottle gas prob- 
lems. This 352 page (24 chapter) text 
book brings practical ‘‘working’”’ facts 
to your entire staff in non-technical lan- 
guage. Nearly 10,000 copies in use. 


$4.00 per copy 
We pay postage on orders accompanied by check 
or money order. in California add 4% for 
sales tax. 


Butane-Propane News 
198 S. Alvarado St., Los Angeles 
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Beaird Co., Inc., The J. B. 
Beals Advertising Co. 
*Beam Products Mfg. Co. 
*Bendix Aviation Corp. 

Zenith Carburetor Div. 
Betts Machine Co. 
Birmingham Stove & Range Co. 
Blackmer Pump Co. 
"Black, Sivalls & Bryson, Inc. 
Blue, John, Co. 
Brake Manufacturers, Inc. 
Brown Stove Works 
Brunner Div., Dunham-Bush Co., Inc. 
Bryant Division, Carrier Corp. 


Carver Industries, Inc. 
*Century Gas Equipment 
Marvel-Schebler Prods. Div. 
*Charlotte Tank Corp. 
Chattanooga Royal Co. 
Chevrolet Motor Div. 
General Motors Co. 
*Cities Service Oil Co. 
Coleman Co., Inc. 
*Columbian Steel Tank Co. 
Continental Products & Sales 
Corken's Inc. 
Crown Stove Co. 


Dallas Tank Co., Inc. 

Dal-Worth Tank Co. 

Davis Engineering Corp. 

Daybrook Hydraulic Div 
Spring & Wire Corp. 

Dearborn Stove Co. 

*Delta Tank Mfg. Co. 

Dix Carburetor Co. 

*Dixie Products 

Dixon Valve & Coupling Co. 

Drake & Townsend, Inc. 

Dumont Laboratories, Allen B., Inc. 


Ellis Man'fold Co. 

Empire Stove Co. 

Engineering Products of Canada, Ltd. 
*Ensign Carburetor Co. 


Fine Products Co. 

*Fisher Governor Co. 

Fisk Trailer Sales 

Flint Steel Corp. 

Ford Motor Co. 

Foster Aluminum Awning Co. 
Frying Equipment & Supply Co. 





“These advertisers carry additional information on their 


products in the 1958 Butane-Propane Catalog. 





Third Cover 


74 


96 
73 





| 
| 





Gas Equipment Mfrs. 

General Electric Co., Electronics Div. 

*General Gas Light Co. 

General Processing Corp. 

Grayson Controls Div. 
Robertshaw-Fulton Controls Co. 

Griffiths, E. F., Co., The 


Hanny & Son, Inc., Clifford B. 
*Hansen Mfg. Co. 
*Hardwick Stove Co. 
Heil-Quaker Co. 
*Holly-General Co. 

Div. Siegler Corp. 
*Hones, Chas. A., Inc. 


Industrial Specialties Co. 
International Harvester Co. 


J & S Carburetor Co. 
*Johnson Gas Appliance Co. 
Johnson Machine Shop 


Kaiser Steel Co. 
Krug, D. H., Co. 


*Linde Co., Div. of Union Carbide Corp. 
Little Burner Co., Inc., H. C 

Locke Stove Co. 

Long Tank Co. 

*LPG Credit Corp. 

*LPG Truck Leasing, Inc. 

Lubbock Machine & Supply Co. 

Luther Engr. & Mfg. Co. 


Madden Brass Prods. Co. 
Magic Chef, Inc. 

Manchester Tank & Equip. Co. 
Martin Stamping & Stove Co. 
Master Tank & Welding Co. 
Metal Goods Mfg. Co. 
Minneapolis-Honeywell 
Mississippi Tank Co. 
Mitchell Co., John E. 
Moellenbrock & Wilke 
Motorola Comm. & Electronics, Inc. 
M & W Tractor Products 


Regulator Co. 


*Neptune Meter Co. 
Norco, Inc. 
*North Texas Tank Co. 


Ohio Foundry & Mfg. Co. 
Ohio Injector Co. 
Okadee Co. 


Parkhill-Wade 
*Pasley Mfg. & Dist. Co., The 
Peerless Mfg. Div. of Dover Corp. 
Philco Corporation 
Phillips & Buttorff, Corp. 
Phillips Petroleum Co. 
*Pittsburgh Equitable Meter Div. 
Rockwell Mfg. Co. 
Powell Co., The William 
Power Manual 
*Pressed Steel Tank Co. Second Cover 
Pure Oil Co., The _ 





Radiator Specialty Co. 
Ransome Co. 
Raypak Co. 
Reznor Mfq. Co. 
Rheem Mfg. Co. 
Richardson Gasoline Co., Sid 
Ridge Tool Co., The 
Robertshaw-Fulton Controls Co. 
Grayson Controls Div. 
Robertshaw Thermostat Div. 
Rochester Gauges, Inc. 
*Rockwell Mfg. Co. 
Pittsburgh Equitable Meter Div. 
Roney, Inc. 


Samuel Stamping & Enameling Co 
Santa Fe Steel Co. 

*Scaife Co. 

*Selwyn-Pacific Co. 

Sheffield Bronze Paint Corp. 
Shell Oil Company 

Siegler Corp. 

Holly-General Co. Div. 
Sinclair Oil & Gas Co. 
*Smith Precision Products Co. 
*Sprague Meter Co. 
Squibb-Taylor, Inc. 

Steel Cooperage Div., Serrick Corp. 
Stewart-Warner Corp. 

Suburban Appliance Corp. 

Superior Tank Corp. 


Temco, !nc. 

Texas Company, The 

*Texas Natural Gasoline Corp. 
Texas Tank, Inc. 

Texoil Equipment, Inc. 

Trinity Steel Co., Inc. 

Tuloma Gas Products Co. 
Turner Brass Works 


*Union Carbide Corp., Linde Co. Div. 
*United Petroleum Gas Co. 


Vermeer Mfg. Co. 
*Viking Pump Co. 


Wallace, William, Co. 
Metalbestos Div. 
*Warren Petroleum Corp. 
*Weatherhead Co., The 
Western Tank & Steel Corp. 
Whitehead Mfg. Corp., D. W. 
White River Distributors, Inc. 
Wood Co., John 
Heater & Tank Div. 


*Zenith Carburetor Div. 
Bendix Aviation Corp. 
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BUTANE-PROPANE News 








HERE’S WHY 


MORE AND MORE COMPANIES 
SPECIFY... 





All QC f pressurized storage tanks are available with steel 
saddles. Delivery is prompt for all sizes, from 2,400 to 
30,000 gallons capacity and more. All tanks have hot-formed 
ellipsoidal heads and hot-formed, one-piece flued manways. 
100% x-ray inspection of all welded seams, including man- 
way seams, and stress relieving after fabrication provide 


ADV AWN 


DIVISION OF ACF INDUSTRIES, INCORPORATEO 


steel saddle is an integral part of the tank, 
eliminating corrosion at points where tanks 
without saddles rest on piers. 


end of tank on which fittings are located is 
firmly anchored, eliminating stress and 
strain on piping. 

weight of tank and contents is evenly 
distributed over flat pier surface... 

no cracked piers. 


flat concrete piers are easier and less 
expensive to construct. 


steel saddles assure proper alignment 
of tank on piers. 


95% joint efficiency. Tanks are steel-grit-blasted to elimi- 
nate mill scale before applying the prime coat of paint. Get 
full information from your nearest sales office or Dept. B-7, 
Advanced Products, Division of QC f Industries, Incorpo- 
rated, 750 Third Ave., N. Y.17, N.Y. Sales Offices: New York 
—Milton, Pa.—St. Charles, Mo.—Chicago, IIl. 


Storage Tanks 
for propane, 
chlorine, 
refrigerant gases 
Propane Systems 
ICC-51 Portable 
Ammonia Tanks 
Safety Va/ves 





combinations can save you money 


L.P.Gas multiple distribution systems, by 
serving several consumers from one storage 
point, save delivery trips and customer annoy- 
ance while increasing the distributor’s storage 


facilities. 


The use of the Sprague Combination Meter and 
Regulator in multiple meter sets will effect sav- 
ings in installation materials, time and labor and 
save on storage space. Only Sprague offers a 
Combination that regulates gas pressure and 
measures the flow in one compact, streamlined 
unit. Easy and economical to install, accurate 
and dependable in operation, it is easily main- 
tained over a long service life. 


SPRAGUE COMBINATIONS ARE MADE 
IN THE No. 175, No. 240 AND 
No. 2 METER SIZES 


THE SPRAGUE METER COMPANY 
BRIDGEPORT 4, CONN. 


REGIONAL OFFICES —- DAVENPORT, IOWA HOUSTON 3, TEXAS SAN FRANCISCO 11, CALIF. 


WESTERN BRANCH FACTORY — LOS ANGELES 23, CALIF. 





